~.. HRISTMAS 

C is essentially 

. a time of re- 
newed ma- 

terial as well 

as spiritual 

hope. And the country 
E at large has every reason 
tocelebrate this Yuletide 
season with well-founded 
expectations of better 
things ahead. The feed 
businessin particular has 
placed the ‘‘dark days’’ 
behind and is facing to- 
ward the shining star of 
future prosperity. Per- 
mit us, therefore, to join 
in bringing you good tid- 
ings of a Merry Christ- 
mas and a New Year 
bountiful in peace and 
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In extending you our best wishes for a Joyful Christmas 
and a New Year of abundant happiness and prosperity 
permit us also to express the wish that we may ever 
continue to merit your highest confidence. 


W. M. Bell Co. 


Grain Commission Merchants 


Roy |. Campbell 


Commission Merchant 


Cargill Grain Co. 
Grain Shippers 


Chase Bag Co. 
“Bags of all Kinds’’ 


Deutsch & Sickert Co. 
Feed & Grain Merchants 


Donahue-Stratton Co. 
Shippers of Grain & Feed 


Francis Duhne Co. 
Grain & Feed Merchants 


Franke Grain Co. 
Feed & Grain Merchants 


Fraser-Smith Co., Ltd. 


Grain Commission Merchants 


P. C. Kamm Co. 
Grain Shippers 


E. J. Koppelkam Co. 


Grain Futures 


Charles A. Krause Milling Co. 


Makers of Famous Badger Feeds 


J. V. Lauer & Co. 


Commission Merchants 


Mohr-Holstein Commission Co. 
Shippers & Receivers 


The Paetow Co. 


Feed, Grain & Screenings 


M. G. Rankin & Co. 
Feed & Grain Merchants 


G. W. Winston Co. 


Grain Futures 
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OUTSTANDING 
CONSUMER 


EXCLUSIVE 
TERRITORY 


MIXED CAR 
PLAN ........ 


HESE three distinct advantages are worth 
real money to the feed dealer who sells Gold 
Medal “Farm-tested” feeds. Fifty-one years of 
nation-wide recognized leadership are back of the 
remarkable Consumer Acceptance enjoyed by Gold 
Medal Feeds. Add to this Gold Medal’s Exclu- 
sive Territory Arrangement and the Mixed Car 
Plan which enables the dealer to purchase a com- 
plete assortment of everything he sells—all in one 
carload—and you have an unbeatable combina- 
tion. Write today for information about Gold 
Medal exclusive dealership in your territory. 


Gold Medal ‘‘Farm-tested"’ feeds are proved under actual 
farm conditions. All guesswork has been eliminated, re- 
sults are positive and certain. 


WASHBURN CROSBY COMPANY 
of 
GENERAL MILLS, INC. 


MINNEAPOLIS KANSAS CITY 


not now? 
“FARM-TESTED” 
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An other DIAMOND 


CORN 


GLUTEN MEAL 


Ye ar for your mash formulas in 1934 


@ © @ If your registered poultry rations do not 
already contain Diamond, they should be 
changed accordingly before re-registering 

Watch for the annual finan- for another year, 
° Used to replace part of the animal feeds, 
cial Statements Diamond will lower the ingredient costs of 
of the your starting, growing and laying mashes, 


make them richer in Vitamin ‘‘A”’ and in- 
crease their egg-producing and growth- 


Mill and Elevator Mutual 


4 Leading Experiment Stations of the East 

Insurance Companies and Middle West have, within the last two 

years, proven conclusively Diamond’s Vita- 

MUTUAL FIRE PREVENTION BUREAU min ‘‘A”’ potency and all-round merit as 
230 East Ohio Street an ingredient for poultry rations. 


Chicago, Illinois 
More than 300 poultry feed mixers are 
now including Diamond in their mashes 
with excellent results. 


If you want us to show you just how Dia- 
mond should be incorporated into your 
own poultry rations, write 


What’s Happening 
In This Feed Business? 


You Feed Dealers are just as vitally interested in that 
question as we are. Your business depends on it—so does 
ours. 


When the depression set in The G. E. Conkey Company 
determined upon a course of action that had three very 
definite objectives. These were:— 

1st— Conkeys Dealers must continue to make money 

and stay in business. 

2nd— Conkeys Feed users must continue to be protec- 

ted against costly errors in feeding. 

3rd — Conkeys Quality must be maintained. 


RATION SERVICE DEP’T. 


CORN PRODUCTS SALES CO. 
17 Battery Place, N. Y. City 


Here’s What Happened! 43% Protein 


— We continued our advertising to the consumer to maintain con- 
sumer demand. 


— We introduced Conkeys ‘Sensible Feeding Plan’, featuring 
Conkeys high-producing Y-O Feeds and for those who by circum- 
stances were forced to use home grown grains, we urged the use of 
Conkeys 32% Supplement Ration. 


— We kept right on with our complete service to Hatcherymen. 


— We reduced feed prices at every point as far as was consistent with 
continued quality production. 


— We improved Conkeys Feeds wherever possible. 


Dealers who have not been profiting by the advantages 
of Conkeys reputation, sound policies and maintained 


quality are invited to write — today. 


THE G. E. CONKEY CO. CORN 


6761 Broadway Cleveland, Ohio 


Makers of Conkeys Gecco Egg Mash, Conkeys 32% Supple- . soe 
ment Ration, Conkeys Buttermilk Starting Feed, Conkeys All : ue 
Mash Chick Ration, Conkeys Gecco Growing Mash, Conkeys ek 


Guaranteed 


Y-O and Conkeys Remedies. 
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GLUTEN MEAL 
GENERAL OFFICES-WEW YORK 
QUARANTERD ANALYSIS 
Min, 438% 
: Mex, 40% 
CORN GLUTEN MEAL 


Man! Wasn't That ARCADY FARMS 
Turkey Good? Li 


And only three weeks till another one on 
Christmas Day. 


Remember how much darker things were a 


year ago? We do! 


In general, grain and cotton farmers received 
TWICE as much for crops in 1933 as they 
did in 1932. 


And the grain shortage existing this year 


closings or runs after January 1 either, you 
know )— 


So here’s to You and Yours—for a happy 
December and Good Days ahead. (Who's 
afraid of that Wolf anyway!) 


ARCADY FARMS MILLING CO. 
223 West Jackson Blvd. Chicago, Illinois 


is a cinch to make for better feed business x 
and higher markets from here on— (no bank 


| 
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How Progressive Dealers Pull Sales 
Where Tall Corn Grows 


Ideas Gathered in Tour of Iowa Stores 


HE other day I passed a feed 
store which has developed a nice 
side line. In the window was a 
display which interested me so I 
stopped in to chat with the dealer. 

“T see you sell pop corn,” I said, by 
way of an opener. ; 

“Yes,” said the dealer. “It fits into 
the line. We buy it from our customers 
who raise pop corn and sell it to the 
city trade. This brings farm people into 
our store to sell us corn and it often 
means a feed sale for us.” 

The window display was simple yet 
effective. In a small glass jar was a 
half pound of pop corn kernels. Nearby 
was a large glass jar filled with big 
white popped corn. A’ sign accompany- 
ing the display read: 


This Amount of 
Pop Corn 
Makes All This 
Popped Corn. 


A good many 25 cents sales are rung 
up as a result of featuring pop corn. 
kk 


The late J. H. Warren, Washington 
Ia., was known far and wide as an ag- 
gressive seed and feed dealer. He be- 
lieved in using handbills to draw tradc 
to his store. When a big farm crowd 
was in town on a Saturday night to shop 
and hear the band concert, Warren's 
handbills were often distributed in 
parked cars. 

In order to get attention to his bills. 
he often had them folded and clipped 
firmly with a clothes pin. There were 
two reasons for this procedure. First, 
clothes pins kept farm people from 
throwing the bills out without reading 
them and in the second place, he figured 
the clothes pin was a good will builder. 
The cost of clothes pins was negligible. 
considering results. 

* * 

A dealer friend of mine who handles 
a line of nationally-known feeds, has 
also taken on some profitable sideline, 
such as poultry remedies, chemical ster- 
ilizers and a glass substitute. While 
looking through the pages of a farm 
magazine of wide circulation, he noticed 
several of his lines advertised. 


By Don Ross 


Shortly afterward, he had this adver- 
tisement published in his local news. 
paper over his store’s name: 


We Feature Advertised Brands 


Pick up the December issue of 
Successful Farming. Here, you'll 
find advertised a number of well- 
known items which we carry in 
stock. For instance: on 
BK (for dairy equipment )page 27 
Morton’s Smoke-Sait........ page 37 


That’s what may be termed “cashing 
in” on the manufacturer’s advertising. 


A name to remember is that of Cy 
Bush, owner and manager of the Bush 
Feed Store at Washington, Ia. Through 
good advertising, the name “Cy” has be- 
come known among all of the 2,000 
farmers in the county. 

* * 


At Waterloo, Ia., a huge egg case 
was exhibited. It was advertised as the 


THE NORTHERN INDIANA Co- 
operative association has opened a new 
feed store at Mentone, Ind. 


IOWA 

Lloyd Stewart, Iowa Falls, has been 
appointed manager of the Harp feed 
store, Mason City, which was recently 
purchased by the E. L. Ade Flour & 
Feed Co. 

Frank Lupin feed mill, Bancroft, has 
been sold to the Champlin Refining Co.. 
which has razed the structure to make 
room for the constructian of a filling 
station. 

E. A. Fields, Fields Grain & Feed Co.. 
Sioux City, has returned to his office 
after recovering from a recent opera- 
tion. 

A. D. Hayes Co., Mt. Pleasant, was 
recently robbed of $850.00 in cash and 
checks by thieves who gained admis- 
sion to the office through the scale 
house. 

Charles E. Beatty, founder of the 
Shellsburg Grain & Lumber Co., Shells- 
burg, died at his home at Shellsburg 
recently following a brief illness. 
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world’s largest. In order to stimulate 
the interest of farmers in a certain brand 
of laying mash sold by the local dealer 
a guessing contest was staged. The 
public was asked to turn in guesses as 
to the number of eggs that could be 
put into the giant egg case. Starting 
and laying mashes were displayed on 
each side of the case. Those who used 
the cards furnished for entry blanks 
filled in the number of chickens raised 
kind of feed used and other information 
in the correct spaces. This aided in fol- 
lowing up the best prospects. 


Dehner’s of Burlington, Ia., is one of 
the most progressive seed and feed con- 
cerns in the tall corn state. They fea- 
ture nationally known brands. Here is 
one feed dealer who sells a line of 
Christmas trees at holiday time. 


* * 


One Iowa dealer found that this idea 
speeded up collections. Included with 
statements sent out to customers was a 
special offer of a free chick font to cus- 
tomers who called within five days. The 
free offer brought in the people—and 
the cash. 


E. C. VEEK has been elected presi- 
dent of the Eagle Roller Mill Co., New 
Ulm, Minn., to succeed the late H. L 
Beecher. Charles T. Silverson, Minne- 
apolis, was chosen as a director and J. 
IF. Armstrong was made general sales 
manager of the firm. 


GREENE BROTHERS feed store, 
Coffeen, Ohio, was badly damaged No- 
vember 21 in a fire which threatened to 
wipe out the entire business section of 
the town. 


BREAK INTO PRINT 

Don Fraser, Cereal Grading Co., and 
Carl Smith, Minnesota Linseed Oil Co., 
both of Minneapolis, are featured as 
expert bass anglers in a recent article 
which appeared in “Sports Afield,” well- 
known outdoor magazine. The author 
with whom Mr. Smith and Mr. Fraser 
treked through the Quetico lake region 
explained that the fish fairly leaped into 
the boat when the two went into action 
and that they pulled them in until none 
of the party could look a bass in the 
face. 
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Bailey Is Elected to Head 


Control 


ECOMMENDATIONS for a uni- 
R form type of feed bulletin to pre- 

vent misinterpretation, adopting 

of uniform analyses methods, and 
the creating of a central committee to 
be composed of control officials and feed 
manufacturers whose duty will be to 
pass upon the merits of new products 
were made at the 25th annual conven- 
tion of the Association of American Feed 
Control Officials which was held at 
Washington, D. C., November 9 and 
10. These suggestions were made in 
the annual address of W. C. Geagley. 


Officials 


Lansing, Mich., president of the asso- 
ciation. 

Officers elected for the ensuing year 
were M. Bailey, New WHaven, Conn.. 
president; W. B. Griem, Madison, Wis.. 
vice president; L. E. Bopst, College 
Park, Md., secretary and treasurer; G. 
L. Bidwell, Washington, D. C., and H. 
R. Kraybill, Lafayette, Ind., members 
of the executive committee. 

The feed industry was represented at 
the convention by C. A. Coddington 
Cayuga, N. Y., president of the Ameri- 
can Feed Manufacturers association 


KNOW THE SECRET 


of how Berkley sells 80 cars 
of feedstuffs a month! 


ON’T think that your business 

is any different from the Berk- 

ly Feed Corporation’s at Norfolk, 
Virginia just because they handle 
80 to 85 cars of feedstuffs a month. 


The same idea that built their 
business in 6 years will also work 
for you. 


Five men in the Berkley organiza- 
tion know the secret of their suc- 
cess—and Allied Mills now wants 


every other Wayne dealer to hear 
it because it is the best and surest 


way we know for you to sell more 
feed. 


Next time the Wayne Feed repre- 
sentative calls, ask him to explain 
Berkley’s secret. It is all told in 
the new 128-page book published 
by Allied Mills which gives the best 
ideas, sales plans and operating 
methods of 500 of Wayne’s most 
successful dealers. 


You will want to use 
many of the ideas in 
this amazing book for 
your own _ business. 
Ask our salesman how 
you can get a special 
copy free. 


ALLIED MILLS, INC. 


Advertising Offices: 


FORT WAYNE, IND. 
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who was one of the principal speakers. 
Mr. Coddington pointed out the ad- 
vantages of uniform control work and 
discussed the code of fair trade prac- 
tices which has been drafted by the 
manufacturers. 

“Your president in his speech before 
our association last year stressed the 
importance of the uniformity in feed- 
stuffs laws,” he said. “We believe this 
would be of great mutual advantage. 
Only a generation back each state had 
its own idea of the proper control of 
the various forms of commercial paper. 
Some allowed three days’ grace and in 
others no grace was allowed. In order 
to transact interstate business one al- 
most had to be a lawyer in order to 
handle the various banking transactions 
as well as to keep constantly alert for 
changes. The bankers and lawyers got 
together and developed a complete stan- 
dard negotiable instrument law which 
has since been adopted by nearly all 
of the states, so that now the handling 
of commercial paper in interstate busi- 
ness is comparatively simple. Would 
it not be possible to adopt a similar pro- 
cedure with our feedstuffs laws?” 

P. B. Dunbar, food, drug and insectide 
administration, Washington, spoke on 
the present and proposed food and drug 
laws and advocated support of the Tug- 
well bill which he believed would help 
among other things to stop fraudulent 
advertising. 

A plan for state control of tests made 
for vitamin D potency of various brands 
of cod liver oil was recommended by 
F. D. Baird, director of the nutritional 
laboratory, National Oil Products Co.. 
Harrison, N. J. His address is pub- 
lished elsewhere in this issue of The 
Feed Bag. 

M. H. Givens, Northwestern Yeast 
Co., discussed yeast in feeds and gave 
examples of results which were obtained 
in feeding rations containing yeast to 
poultry and cattle. 

Control problems resulting from the 
rapid increase in the number of batch 
mixers throughout the country were 
cited by H. A. Halvorson, St. Paul, 
Minn. He recommended that this in- 
dustry be brought under the regulation 
of the control officials. 

R. M. Field, executive vice president, 
American Feed Manufacturers associa- 
tion, declared that difficulty was being 
encountered in getting batch mixers to 
enroll under the code of fair competi- 
tion and expressed the opinion that some 
control regulations should be adopted 
concerning them. Following his talk a 
decision to appoint a special investigator 
to report at the next meeting was made. 

The convention concluded with brief 
talks on technical subjects by various 
control officials and the election of of- 
ficers. 


H. H. GOFF, formerly associated 
with Chapin & Co., Hammond, Ind., has 
been appointed superintendent of the 
new feed plant of the Hales & Hunter 
Co., Chicago, which is being constructed 
at Buffalo. 


JOHN S. BROWN’S Son Feed Co. 
New Castle, Pa., recently sustained a 
loss of more than $30,000 when fire 
damaged the firm’s warehouse. 


ROBERT L. NEWSOME, New 
York, N. Y., is now associated with his 
father, L. C. Newsome, in the New- 
some Commission Co., Minneapolis. 
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Lem Jones Discovers Why It Pays 
To Support 4-H Clubs 


Mickey’s Suggestion Warrants a Raise 


boy of the Hickory Grove feed 
store, pounded industriously on 
the office wall with a hammer. 
“Will you stop that confounded 
pounding!” exploded Lem Jones, pro- 
prietor, irritated to the boiling point by 
the accounts he was attempting to clean 
up before the close of the business year. 
“What on earth are you tacking up 
there on the wall?” 


“It’s a 4-H club poster, Mr. Jones,” 
replied Mickey, the hammer hanging 
limply from his hand. “The club is 
holding a mass meeting at the town 
hall next week and Jim Clark’s boy, 
Willie, gave this to me and asked me 
to put it up in the store.” 


Mickey Bawled Out 


“If you spent more time making de- 
liveries and keeping this place clean 
without littering it up with advertising 
circulars and foolish posters you'd get 
a lot farther ahead,” the boss blurted. 
“As long as you stuck it up there you 
may as well leave it, but hurry along 
with that order of scratch feed for Mrs. 
Johnson and don’t put up any more 
junk without asking me _ first—under- 
stand?” 

Mickey retreated humbly into the 
warehouse followed by Spot, the ware- 
house cat, who always wore a dejected 
look whenever the boss was in ill humor. 

Scarcely had they disappeared through 
the doorway when a youngster breezed 
into the office and perched himself on 
a chair near Lem Jones’ desk. 

“What’s on your mind, sonny,” in- 
quired Lem, continuing the perusal of 
the past due accounts before him. 

“l’m Willie Clark, president of the 
Hickory Grove 4-H club,” spoke the 
boy. “We're having a meeting at the 
town hall next week and it’s going to 
cost us a little money. Our treasury is 
pretty well drained and we thought 
maybe you'd be willing to give us say. 
$10.00 to help defray the expense of 
getting our speaker and paying for some 
of the cash prizes we are going to give 
our best members.” 

No Donation From Lem 

When Lem heard a donation men- 
tioned he almost bounced out of his 
chair and was on the point of bursting 
into a flood of condemnation. He sud- 
denly realized, however, that the boy 
was the son of one of his customers. 

“Something ought to be done about 
these donations,” he managed to say 
tempering his voice with effort. “Every 
Tom, Dick and Harry that belongs to 
a club or sewing circle or church so- 
ciety has been here asking for alms in 
the past few months and I’m getting 
tired of it. I’m sorry, young fellow, 
but I'll just have to turn you down. 
Hope you have a successful meeting 
and we're helping you advertise it by 
putting your poster on the wall.” 

“But, Mr. Jones,” insisted the boy, 
“We've got to have money to get our 
speaker, otherwise our meeting will be 


L we Mickey, ambitious errand 


By Emil J. Blacky 


a failure.” 

“IT am sorry, son,” retorted Lem. “I 
can’t give you any money.” 

The disappointed figure of Willie 
Clark disappeared through the doorway 
as Lem chewed angrily on his pencil 


Grove, like other practical 

feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
published in future issues of 
The Feedjf[Bag. Watch for 
them. 


Le JONES of Hickory 


and endeavored to figure out means of 
meeting the payment on his next carload 
of feeds out of the old accounts on his 
books. Mickey, returning from his er- 
rand, rushed to Lem’s elbow aflame 
with excitement. 

Mickey Chastised Again 

“IT just saw Willie Clark leave the 
office,” he said, “He’s president of the 
Hickory Grove 4-H club and has charge 
of the big meeting. Joe Pomway, the 
grocer, gave $5.00 and I heard some of 
the other merchants in town also gave 
the club some money. Did you give any- 
thing, Mr. Jones? The whole town is 
talking about the meeting.” 

There was fire in Lem’s eyes as he 
Icoked up from his desk at Mickey. 

“Say, young fellow,’ he thundered. 
“Are you getting your pay from me or 
from this kid’s club? Gnce and for 
all, I want you to keep your nose out 
of my business. You have plenty to do 
tending to your errands.” 

Squelched for a second time Mickey 
shuffled into the warehouse to seek 
solace in the purring of Spot, the ware- 
house cat as he stroked her affectionate- 
ly, murmuring about his boss. 

Lem Gets an Ear Full 

Days passed and Lem was still in 
a surly mood as he stood by the win- 
dow surveying the activity at the mill 
of his competitor across the street. His 
eyes suddenly narrowed as he observed 
Jim Clark’s hired man loading the farm 
truck with feeds. 
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“Mickey,” he spoke. “There’s Jim 
Clark’s truck out there getting loaded 
with feeds. Why, he’s been buying 
from me for years. I wonder what can 
be the trouble?” 


“t know, Mr. Jenes,” replied Mickey. 
“Mr. Ciark is sore because you wouldn't 
give his son a donation for the 4-H 
club meeting that’s going to be held 
tomorrow.” 


“Well of all things,’ muttered Lem. 
“T didn’t think the old man _ bothered 
about any kid playthings like that.” 

“Sure he does, Mr. Jones,’ informed 
Mickey. “He’s donating his truck to- 
morrow to help bring a lot of the boys 
to town. And he’s going to be at the 
meeting himself.” 


Lem Jones was visibly disturbed but 
returned to his desk in deep medita- 
tion. Mickey hurried to his side. 

Suggests a Way Out 

“T’ve got it, Mr. Jones,” he shouted 
“It isn’t too late yet. Why don’t you 
invite the boys over after the meeting 
and have a lunch for ’em? Tell them 
you turned them down on the donation 
because you had that in mind as a sur- 
prise.” 


Lem screwed his face into a thought- 
ful mood. Then he suddenly rose from 
his chair and grabbed his hat and over- 
coat. 


“Once in a while you do get an idea,” 
he shouted back over his shoulder to 
Mickey as he dashed out of the door- 
way. 

The Hickory Grove feed store on the 
fellowing day reverberated with the 
happy voices of a group of hungry boys 
who ate their fill of steaming hot dogs 
and washed them down with liberal 
helpings of coffee. Lem had made a 
personal appearance at the meeting to 
extend the invitation, explaining that he 
meant all the while to do something for 
the boys as a surprise. He was given 
loud applause. 

Wins Customer Back 

“Say, Lem,” said Jim Clark, Willie’s 
father, as he munched on a sandwich 
well flavored with mustard. “This is 
mighty swell of you. For a while I 
thought you were going to turn the boys 
e€own and if you did that I wouldn't 
have given you another nickel’s worth 
of business. And by the way I finally 
convinced Joe Hudson over on the hill 
that he should use commercial feeds for 
his cows and I’m coming down here 
with him in the morning to get a nice 
order of feed for him and for myself 
as well.” 

“Thanks, Jim, I appreciate that,” re- 
sponded Lem, as he made a mental note 
to raise Mickey’s pay on the following 
morning. 


BROCTON MILLS, Brocton, N. Y., 
one of the oldest establishments of its 
kind west of Buffalo, was sold recently 
by Vernon Matthews to Leland Blod- 
gett. 
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Reduced Freight Rates Allowed 
On Whole Grain and Hay 


EDUCED freight rates on whole 

grain and hay for drought strick- 

en areas in Wisconsin have been 

allowed by the railroads serving 
this territory. No reductions on mill 
feeds or mixed feeds are granted, how- 
ever. 

The reduction is 50 per cent of the 
tariff rate on grain and 66% per cent 
of the tariff rate on hay. Carload ship- 
ments may contain mixed quantities of 
whole corn, barley, oats or hay but the 
rate will not apply where the shipment 
of feed is made in the same car con- 
taining grain. 


Emergency freight rates apply on all 
shipments originating from stations in 
Illinois, Iowa, Kansas, Upper Peninsula 
of Michigan, Minnesota, Missouri, Ne- 
braska, South Dakota and Wisconsin 
and apply only on shipments made from 
point of origin to destination. 

Last year transit privileges were 
granted on feed, grain and hay shipped 
into the drought stricken areas of Wis- 
consin but this year this privilege has 
been entirely abolished. 

In other words, if a car of grain is 
shipped from Chicago to Eau Claire 
and at this point is ground and shipped 
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Airplane View of the Cedar Rapids, Iowa, Mill 


Money-Making Feeds 


There’s money in every one of these striped sacks of Quaker 


Feeds. 


They are more profitable to the feeder than hit 


or miss home-made formulas or unscientific, unbalanced 
commercial feeds . . . And they are more profitable to the 
Feed Dealer . . . Quaker gives you a complete line of 
tested feeds—for poultry, hogs, cattle, dairy herds—feeds 
that produce results for users and build steady, substan- 
tial business for the Feed Dealer . . . Write for our profit- 
making Selling Plan for Quaker dealers. 


THE QUAKER OATS COMPANY, CHICAGO, U.S.A. 


BUY QUAKER FEEDS 


IN STRIPED SACKS 
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to another destination, the emergency 
freight rate would apply only from 
Chicago to Eau Claire. It would be 
necessary to pay the regular tariff rates 
for any shipments made from Eau Claire 
to another destination. 


Counties in Wisconsin having des- 
tinations entitled to the emergency 
freight rates are: 

Adams Marquette 
Ashland Monroe 
Barron Oconto 
Burnett Oneida 
Chippewa Pepin 
Clark Polk 
Dunn Portage 
Eau Claire Price 
Florence Rusk 
Forest St. Croix 
Iron Sawyer 
Jackson Shawano 
Juneau Taylor 
Langlade Vilas 
Lincoln Washburn 
Marathon Waupaca 
Marinette Waushara 
Wood 


Feed dealers in these counties who 
desire to obtain reduced freight rates 
must secure certificate from their county 
agent. Upon receipt of emergency ship- 
ments certificates must be presented to 
the local freight agent who will allow 
the reduction. 

Reduced rates will be allowed until 
May 15, 1934. All certificates for re- 
funds must be surrendered to carrier’s 
agent prior to June 1, 19354. 

Circular No. 27-B which explains the 
drought relief rates in detail may be 
obtained from E. B. Boyd, agent, 516 
West Jackson Blvd., Chicago, II. 


JOHN W. JOUNO, Donahue Strat- 
ton Co., Milwaukee, returned recently 
from a business trip to eastern points. 


NOBLE BARRINGER, Continental, 
Ohio, has opened a new feed store. Mr. 
Noble is the clerk of his local township 
and enjoys a wide acquaintance. 


WISCONSIN 


Henry Winge, Wautoma, has rented 
a section of the Amherst Farm Bureau 
warehouse, Amherst, and has opened a 
flour, feed and hay business. 

A. J. Hayman and C. B. Finvold have 
taken over the flour and feed business 
owned by Ben Halvorson, Baldwin, and 
will operate it under the name, Bald- 
win feed mill. 

Paul Buelke has opened a flour, feed 
and seed store at Waldo. 

R. A. Bignall & Sons, Durand, have 
remodeled their plant and installed new 
mixing machinery. 

John Lowe, formerly associated with 
the Junkman, Elevator Co., Ellsworth. 
has opened a feed business of his own 
at Ellsworth. 

Red Star Yeast & Products Co., Mil- 
waukee, has purchased the Kotvis Bros. 
Co. feed and flour warehouse, Milwau- 
kee, and reports are that the new 
owners will convert the building into a 
distillery. 

Mrs. J. J. Redmond has sold the 
Taylor Feed & Produce Co., Taylor, to 
Harry Chrisinger and Lee Casper who 
took posesssion, November 1. 

Northern Warehouse Co. has opened 
a new flour and feed station at Hurley 
under the management of A. C. Johnson. 

Clifford Reinemann has taken over the 
old Frosch elevator, Grimms, formerly 
operated by Charles Freiherr. 
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EGGS HAVE One of the members of the code committee of the National Feder- 
“—— ation of Feed Associations was worrying about the feed dealers 

of his section of the country. ‘‘Our dealers can’t afford much in- 
creased expense under the Blue Eagle,” he said, “because most of our business is with 


the poultryman who is not being helped by the government as are the hog and dairy 
farmers.”’ 


We'd always thought that no feed dealer could want any better customers than 
he could find in a group of good poultrymen. We believed that a volume of poultry 
feed business was almost essential for feed store profits these days. We had been 
publishing a high percentage of poultry feed merchandising articles in THE FEED 
BaG and so we borrowed some of our friend’s worries and began to wonder whether 
or not the chickens were fooling us again. 


But we’re worrying no longer. The people of the United States are eating more 
than twice as many eggs as they were 50 years ago, according to government figures, 
and the per capita consumption was 109 per year in 1879 as compared with 263 per 
year at present. Contrast this, if you will, with the consumption records on pork, 
flour, cotton, milk and corn — all particularly favored by the Roosevelt farm relief 
program. 


This report did not indicate what the poultrymen were being paid for their eggs 
or whether the increased consumption was being currently maintained. Testimony 
eliminating all doubt, however, is found in the following paragraphs quoted from a 
letter which Samuel A. Sugar of Chicago wrote President Roosevelt on November 16 


and a bulletin of the United States Bureau of Agricultural Economics dated No- 
vember 27. 


From Mr. Sugar: ‘‘There has been no price-fixing in the egg market and it 
has resulted in some of the largest consumption of eggs we have ever had in this 
country. Prices of fresh eggs have advanced approximately 20 cents a dozen in the 
past three months and today’s price is higher than in 1931. 


‘“‘There is every indication that the producer will receive better prices next 
year than he has received in the past three years, because the American housewife 
has been educated to eat eggs on account of their food value (and relatively low 
price). This increase in consumption has meant more employment in the egg trade, 
due in part to the expansion of demand and ‘Thank the Lord’ we have not been 
burdened with any processing taxes.” 


From the federa! bulletin: ‘‘ Trade output (consumption) in October was about 
14.4 per cent heavier than in October a year ago. For the first three weeks of No- 
vember, the increase amounted to 12.3 per cent. Decrease in storage stocks since 
August 1 was 375,000 cases greater than the five-year average.” 


THE FEED BAG is not taking issue with the government with respect to any 
features of the present farm relief program. So the moral of this story, if it has one, 
is stated in the caption: ‘‘Eggs Have ‘It’.’”’ We would say that the manufacturers 
and dealers who have a good trade supplying feeds which make eggs are to be con- 
gratulated. 


DAVID K. STEENBERGH. 
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Budget Plan Helps Firm Clean 
Slow Pay Accounts 


System Recommended for Feed Stores 


AHR-LANGE, INC., wholesale 
druggists, Milwaukee, Wis., have 
adopted a budget plan for pay- 
ment of old accounts which has 

brought in the cash in surprising vol- 
ume. The idea, according to John 
Sprengeler, credit manager of the com- 
pany, can be successfully adapted to re- 
tail feed stores. 

“Unlimited numbers of letters,” Mr. 
Sprengeler explains, “are wasted upon 
slow paying accounts and necause only 
a very small percentage of the collec- 
tion letters sent out produce any results 
at all, the question of what kind of 
letters to write becomes more baffling 
every day. The average slow payer has 
been besieged with so many meaning- 
less and threatening letters that he has 
become absolutely callous, and it some- 
times takes a half dozen attempts to 
get even an answer. 

Suggests Budget Plan 

“What then can be considered a logi- 
cal solution to this perplexing problem? 
I can think of no better plan than to 
suggest to the slow payer the budgeting 
of his expenses. By this, | mean he 
should lay aside a small sum daily or 
weekly for the special purpose of liqui- 
dating his obligations. This gives him 
a chance to build up a reserve that he 
would otherwise be unable to produce. 

“There are many different ways in 
which one can spend a dollar or two 
foolishly, but by laying aside a small 
amount every day a large sum will have 
accumulated within a month and _ this 
installment plan may mean the ultimate 
paying up of an old account of several 
years’ standing. 

“What I consider most important is 
the fact that the budgeting plan, if car- 
ried out consistently on a daily basis 
is the one and only plan that will en- 
able a panic-stricken debtor to build up 
a cash reserve. 

Asking Too Much 

“T tried to collect an old account sev- 
eral months ago and was put off five 
times in succession. During these five 
calls I didn’t collect a single penny. I 
perhaps made a mistake because I us- 
ually asked for a definite sum—say $5.00 
or $10.00. The customer always said, 
‘l can’t give you anything because I 
have only a dollar or two in the cash 
drawer.’ 

“After it was suggested, however, that 
he lay aside 50 cents per day, we began 
receiving from $15.00 to $25.00 a month 
on this account. There are many types 
of debtors, of course, who are so far 
beyond financial redemption that they 
could not set up a budget on the basis 
of a dime a day, and the quicker this 
type of person ceases to operate, the 
better it will be for everyone. 

“When the average customer gets to 
a point where he can no longer pay off 
his old account and at the same time 
keep buying new stock, invariably he 
will change his business to some other 
place, even if he has to pay cash. It 
takes all of his ready money to pay 
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By encouraging delinquent customers “i 
counts can be gradually turned into cash. Il 


for his current orders, so that his former 
creditor neither gets his business or 
money to pay up the old bill. 

Plan Must Be Varied 

“Of course the budgeting plan, like 
all other plans, must be varied some- 
what in dealing with different types of 
people. There are customers who will 
save small amounts until $5.00 or $10.00 
has been accumulated and then permit 
themselves to be tempted by some form 
ot amusement or the purchase of a lux- 
ury that will dissipate the small ‘nest 
egg’. Since these individuals are us- 
ually compelled to pay cash as they go 
along, their orders will be small but 
numerous. With them the plan to be 
vsed is that of requiring the addition 
to each regular cash or C. O. D. order 
of a small sum of money to apply on 
their old, past due account which is be- 
ing carried on the books. 

“T can recall one good czsh customer 
who purchases about $300 worth of mer- 
chandise a month, but who is also in- 
debted to our company tor about $600 
all leng overdue. While he is paying 
cash for his current business, we had 
been for some time unsuccessful in se- 
curing anything on his old account. He 
is now adding $2.00 to each of his three 
weekly C. O. D. orders and will, in a 
vear’s time, have reduced the hal- 
ance by $312 or more than half. 

Put Debt in Writing 

“Another way to speed up slow ac- 
counts is by putting past due balances 
in the form of promissory notes. The 
most important feature about this plan 
is that it acknowledges a debt in writ- 


ing. Many people are inclined to dis- 
pute an account after it is a vear or 
two old. 


“An account liquidated by a note elim- 
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ut aside a small sum each day, hopeless ac- 
lustration courtesy of the Coca-Cola Co. 


inates the disagreeable habit many cus- 
tomers have of asking for an itemized 
statement, which in 99 out of 100 cases 
is for the purpose of stalling for time. 
If a customer is in the habit of paying 
strictly according to the statements 
rendered or intends to pay certain speci- 
fied invoices in a remittance, the itemi- 
zation of an account is comparatively 
easy. But how can one itemize a state- 
ment correctly when payments are made 
on account and do not specify what in- 
voices to cover or to what point the 
remittance pays up a_ balance. 

“After a request for an itemized state- 
ment has been fulfilled, the next thing 
some debtors do is ask for duplicate in- 
voices in order to stall for more time 
Accounts put in the form of a note will 
eliminate all of these possible complica- 
tions. 

“Many people regard a note obliga- 
tion as considerably more sacred than 
an obligation appearing in the form of 
an open account. We have many in 
stances where a slow payer did not re- 
rard his debt seriously until we forced 
1m to put it in the form of promissory 
rotes which he met promptly when the: 
came due. We usually have patrons 
with past due balances sign notes to 
become due at the rate of one each 
month in denominations small enough 
for them to be able to pay.” 

Letter Announced Plan 

Announcement of the budget system 
of paying old accounts was made by 
Yahr-Lange, Inc.. in special letter 
to all delinquents. Full appreciation of 
the customers’ financial difficulties was 
expressed and an example of how one 
patron cleaned up his indebtedness by 
following the plan was cited. 

(Continued on Pave Twenty-five) 
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Cannon Valley Milling Co. 


Vanity Fair Flour 


Capital Flour Mills, Ine. 
Quality Flour and Millfeeds 


Cereal Grading Co. 


Grain Merchants 


Excelsior Milling Co. 
Specialty Millfeeds 


Farm Service Stores, Ine. 
Retail Feed Dealers 


J. A. Forrest 
Mill Feed Merchant 


Walter Haertel Products Co. 
All Kinds of Feed Products 


Hiawatha Grain Co. 
Screenings and Feed Grains 


We’re Wishing You 


R. R. Howell & Co. 
Mill Machinery and Supplies 


A.E. Jacobson Machine Wks. Ine. 


Feed Grinders—-Magnetic Separators 


Midland Hay & Feed Co. 


Hay and Feed Merchants 


Mullin & Dillon Co. 
Shippers of Feed Grains 


Reliance Feed Co. 
Millfeed Jobbers 


A. L. Stanechfield 
Feeds— ‘‘Stand by Stan’’ 


The Strong-Seott Mfg. Co. 
Feed Mill Equipment 


E. S. Woodworth 


Pioneer Feed Man of the Northwest 


MINNEAPOLIS 


The Primary Market for Feed and Grain 
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DISPLAY room is something 
A that every feed dealer should 
have. Without a good display 


room several thousand dollars 
worth of volume can trickle away every 
year to the benefit of competitive chain 
stores and others that handle feed store 
items as a sideline. 


It is possible for the display room 
to pay off all, or nearly all, of the over- 
head, thus enabling the feedstuffs and 
the mill and mixing department to oper- 
ate on a bigger percentage of profit. 

These are some of the thoughts ex- 
pressed by William Steeb, feed dealer 
in Crown Point, Ind., who maintains 
one of the best feed establishments in 
the Middle West. Mr. Steeb’s show 
room is in reality a fine store for the 
handling of the smaller items of his 
business in the most up-to-date mer- 
chandising manner. 


Visits Other Feed Stores 


“I had been in the feed business for 
a long time before I realized what a 
great asset a display room could be,” 
said Mr. Steeb during a pause between 
customers one Saturday afternoon. “I 
guess I got the idea by traveling around 
and looking over the best of other feed 
stores. I have been East, and I have 
been West on my vacation trips, and 
as often as I spied a feed store I would 
halt and pay the place a visit. Invari- 
ably, I picked up ideas that have been 
helpful and the most valuable one of 
all, it seems to me, has been the one 
that induced me to make this store room 
in the front of my feed establishment. 
I used to have a little office in front 
but now there is a room 16 by 20 feet 
in size with big show windows, plenty 
of shelving and enough floor space for 
the entertainment of my _ customers. 
Needless to say, men, women and chil- 
dren are attracted in, whereas in the 
other days I don’t suppose the environ- 
ment was very inviting to them.” 

In his travels Mr. Steeb has seen 
scores of feed stores whose display 
rooms were only conspicuous by their 
absence. To these he would say, “By 
all means use some money with which 
to build display space for the smaller 
items of merchandise. It is surprising 
what can be done with only $500.00 in 
this direction.” 

For his own display room, Mr. Steeb 
maintains two good show windows, one 
on either side of the main entrance. In 
one, he features dog foods. In the 
cther he has large bags of his favorite 
poultry mashes. 

Displayed about the floor of the place 
are bulk dog foods, rabbit rations, and 
various other things. But the floor is 
not crowded. Plenty of open space re- 
mains for the free movement of clerks 
and customers. It is the shelving dis- 
plays that catch the eye of the customer. 
Every shelf is filled. Packages are as 
orderly as they would be in the most 
progressive grocery store, and there is 
so much variety that no customer need 
go away disappointed because his favor- 
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Display Room Is Real Sales Builder 
Indiana Dealer 


Money Spent on Idea Pays Big Returns 


Note the eye appeal of this special display room maintained by William Steeb, Crown 
Point, Ind. Mr. Steeb is standing at the right waiting on one of his many customers. 


ite brand is out of stock. 

“T keep a variety of manufacturers’ 
brands in remedies and small feeds so 
that I can please a greater number of 
people,” Mr. Steeb explained. “It is all 
very well to operate on the idea that 
you can induce the customer to try 
something else, but I would rather hand 
out the brand he asks for as often as 
possible. When I mention five varieties 
of remedies and powders that I carry. 
I mean varieties that are nationally ad- 
vertised—that have been so well adver- 
tised that they have become household 
words. Of course, I keep some cheaper 
things in the hope of pleasing 10 per 
cent of the public that prefers low price 
te quality. But one doesn’t have to 
stock very many packages of these un- 
known materials.” 

Mr. Steeb does considerable direct-by- 
mail advertising, mostly with the dealer 
helps that come to him from the manu- 
facturers. He keeps a live list of about 
600 names of dog owners and poultry- 
men. 

Poultry Demonstration 

His most attractive feature at present 
is an egg-laying demonstration with some 
pullets procured from a poultry farm. 
The battery stands in one corner 
of the show window and the hens are 
to be kept in it a whole year. These 
hens are demonstrating the full-mash 
feed that Mr. Steeb keeps promoting in 
his territory. Even a class from the 
local high school is making a study of 
these hens and their feeding and egg 
laying. That is enough to indicate that 
the egg-laying demonstration is worth- 
while. 

Just back of the display room for the 
Steeb store is the big area for bulky 
feeds, likewise the feed grinding and 
mixing department. Farmers bring their 
own grain for grinding, and usually they 
buy concentrates or supplements from 
the store stock to be mixed in with it. 

“We deliver a lot of orders,” said Mr. 
Steeb. “If a farmer buys two tons of 
feed at once we'll deliver it without 
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extra cost to him. That is always under- 
stood. But, after all, there are smaller 
loads that we deliver occasionally the 
same way because they belong to old 
and valued customers. We maintain no 
regular routes, but encourage customers 
to haul their own. For small delivery 
lets we make a little extra charge, and 
then only deliver in any direction when 
we have enough orders to make up a 
decent load. This delivery system is a 
problem today, the same as it was yes- 
terday, and the same as it will still be 
tomorrow and we might as well make 
the best of it. There is no hard and 
fast rule by which delivery can be 
handled. You've got to use judgment.” 
Dealer’s Personality Counts 

Mr. Steeb maintains that 75 per cent 
of all success in the feed business is 
due to the personality of the dealer. If 
he is a square shooter besides being the 
likeable sort, the public will beat a path 
to his door and keep on returning while 
recommending him to the new friends 
and neighbors whom these old custom- 
ers contact. Eventually the “snowball” 
of patronage for the feed store man has 
assumed considerable proportions. 

Commenting upon the present busi- 
ness conditions, Mr. Steeb said that 
our greatest need is renewed confidence 
and credit. “I am_ still trusting my 
worthy, old customers as always,” he 
added, “but I’m not opening any new 
accounts.” 

The Crown Point feed dealer was for- 
merly a grocer and a wholesale candy 
salesman. Seventeen years ago he 
bought the feed store. It was then an 
old frame building. Twelve years ago 
Mr. Steeb built his present fine struc- 
ture, half of which is rented to another 
line of business. At first, he thought 
only of a big floor space for bulky feeds 
and a mill, but after some years he 
realized the need of the display room 
and so cut out a front of the building 
for that purpose. His investment for 
this improvement has been returned 
many times over. 
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GOOD BUSINESS 
SUPPLY WHAT 
650,000 POULTRYMEN 


OR YEARS NOPCO XX has been the leader 

in supplying poultrymen with Vitamins A 
and D. The unique Columbia-Zucker pro- 
cess, which makes it possible to concentrate 
the valuable Vitamins of cod liver oil, has re- 
sulted in the cheapest, surest, richest Vitamin 
source for poultry feeding—Nopco XX. This 
product, so economical, so easy to use, so 
certain in results, is now fed by over 650,000 
poultrymen. 


REDS of feed manufacturers have 
profitably stimulated the sale of their 
mashes by mixing Nopco XX in them. Here is 
a typical comment: “Our total feed sales have 
increased 7% since we tied-in September 14. 


WANT 


This increase of 7% in total feed sales is 
especially gratifying during the season of the 


year when mash consumption is usually at 
its lowest.” 


E HAVE PREPARED a brief history of 

Vitamin D and Nopco XX, called ‘20 
YEARS OF PROGRESS IN SCIENTIFIC POULTRY 
FEEDING” that is quite worthwhile. Write 
today for your free copy. 


POULTRY MAGAZINES HAVING A COM- 

BINED CIRCULATION OF OVER 14 MILLION 

READERS CARRIED NOPCO MESSAGES 

EVERY MONTH THIS YEAR. A BIG REASON 
WHY NOPCO IS IN DEMAND. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO KANSAS CITY SAN FRANCISCO 
EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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Happy Is the Feed Dealer 
Who Supplies Zoo 


By John Mullen 


average feed dealer to the poor 
house in about six weeks. Her 
daily rations consist of one bale 
of timothy hay and 50 pounds of mixed 
bran, carrots and beets, together with 
a small lake of water for a wash. 
Would you care to have her around 
the feed store or mill as a household pet 
and special mascot? If you want her 
write to Edmund Heller, of the Wash- 
ington park zoo, Milwaukee, as Venice 
is an elephant and makes her home 


L ee Venice would send the 


there. Don’t be surprised if they fail 
to ship her, however, as everyone is 
quite attached to Venice despite the fact 
she is an enormous hay-burner. 

The zoo’s elephant isn’t the only ani- 
mal that manages to pack away a lot 
of feed. Yacob, the hippopotamus, isn’t 
far behind her when it comes to heal- 
thy appetites. Lunch time finds Yacob 
devouring about 80 pounds of ground 
alfalfa hay with 25 pounds of mixed 
carrots, beets and onions for dessert 
His ability to eat would hardly be an 


If you are interested in using your 
MIXER more profitably, buying 
to better advantage and serving 
your trade better — write today 
for our New Deal Sales Plan. 


NorTHRUP, KING & Co. 


Minneapolis, Minn. 
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asset to any feed dealer. 

Yacob and Venice are not the only 
hay-burners at the zoo but it is evident 
by the monthly feed bill that they eat 
more than their share. Over 50 per 
cent of the zoo’s inhabitants have eating 
habits similar to the domestic animal 
and each one must have a regulated diet. 
For instance, the African zebra, which 
resembles the jack-ass except for its 
stripes, receives approximately four 
pounds of hay and two quarts of oats 
daily together with portions of bran 
bread and vegetables. 

During the summer months, Mr. 
Zebra feeds on the freshly-cut grass of 
Washington park as do the other ani- 
mals of his eating habits who reside 
at the zoo. On this account summer 
rations are cut quite low and very little 
prepared foods are given the animals. 
Mixed feeds are out altogether as far 
as Mr. Zebra and his brothers and sis- 
ters are concerned. 

Keeping them healthy sometimes be- 
comes a difficult task and requires con- 
siderable care in feeding. It can readily 
be seen that, with a variety of elk, deer. 
buffalo, giraffe, and mountain sheep 
coming from far corners of the globe 
and accustomed to the fodder of their 
natural environment which does not in- 
clude cracked corn, bran, oats and hay, 
it is some problem to change their feed- 
ing habits. Since the wild animals are 
in the habit of eating twigs and foliage, 
their appetites must be nursed along 
until they gradually become accustomed 
to a change of diet. By constant super- 
vision, the attendant is able to bring 
this about in a short time and before 
long an animal recently acquired from 
the African jungle is eating oats and 
hay like any other domestic animal. 

Because of this fact, the quality of 
feed given these animals is usually 
somewhat better than that rationed out 
to the domestic animal, and the direc- 
tors of the zoo usually pick out person- 
ally the feeds they buy along this line. 

Except for this one difference, wild 
captivated animals are fed pretty much 
the same things as the domestic animal. 
During the past vear the rations con- 
sumed included 100 tons of timothy. 
clover and alfalfa hay; 3,000 bushels of 
carrots, beets and mangels; 480 pounds 
of onions; 1,400 pounds of barley; 5,500 
pounds of cracked corn; and 12% tons 
of whole, crimped and rolled oats; 
22,500 loaves of bran bread, and a ton 
and one-half of salt. 

These supplies are purchased on con- 
tract from the feed stores and mills 
throughout Milwaukee county except for 
the vegetables which the zoo either 
raises or purchases from the surround- 
ing farms. No doubt there is a great 
deal of competition among the dealers 
for the yearly contract to feed Venice. 


1..S. JOSEPH, f. S: Joseph: Go., Inc., 
Minneapolis, has been appointed chair- 
man of the Minneapolis welfare board 
by the mayor of the city. Mr. Joseph 
was recently instrumental in obtaining 
$500,000 from the federal government to 
help clothe the needy and to carry on 
the work of the board which he heads. 


HARRY HUNTER, for 26 years as- 
sociated with the Chase Bag Co. and 
the Milwaukee Bag Co., Milwaukee, will 
resign his position January 1. His plans 
for the future have not been completed. 


| 
. 


AAA Submits Revised Feed Code 
To National Federation 


Formal Public Hearing Possible in January 


HE new draft of the proposed 

Code of Fair Competition for the 

Feed Industry (except wholesale 

feed manufacturers) has been 

completed by the Agricultural Adjust- 

ment Administration and is now being 

considered by the code committee of 

the National Federation of Feed Asso- 
ciations. 


One copy of the revised code was 
mailed to each member of the commit- 
tee by C. H. Cochran from Washington 
on December 5. According to a pre- 
arranged plan, each member of the com- 
mittee will now carefully study the code 
and then write his ideas with respect to 
it in a letter to David K. Steenbergh, 
secretary of the National Federation, 
who will in turn relay all the ideas and 
suggestions to the other members of 
the committee who are FE. C. Dreyer, 
Floyd Oles, V. A. Fogg and F. M. 
McIntyre. 


It will take at least 10 days for the 
committee to complete its review and 
determine its position with respect tc 
the rewritten code. No copies will be 
available for  distribu- 
tion or publication until 
after the committee fin- 
ishes with it at which 
time the committee will 
submit bulletin re- 
port to members of the 
National Federation and 
to the trade press. The 
officers of the federation 
have decided not to 
publish another com- 
plete code, in order to prevent further 
misunderstanding in the industry until 
it is in final form and ready for the 
formal hearing. 


Mr. Cochran has advised the com- 
mittee that the code, except for the 
labor provisions which must be handled 
separately with the NRA _ but with 
respect to which no difficulty is ex- 
pected, is in such shape that it can be 
recommended for formal public hearing 
Hearings are usually set for about two 
weeks from the date of their recommen- 
cation so that the feed code, if con- 
sidered satisfactory as rewritten, could 
be scheduled for formal hearing some- 
lime in January and become effective 
soon thereafter. 


The code when approved will govern 
retail feed dealers, retail manufacturers 
wholesale warehouse and carlot distribu- 
tors, brokers and hay and straw dealers. 
“We have advised Fred K. Sale, sec- 
retary of the National Hay association,” 
writes Mr. Cochran, “that we felt his 
organization together with the Pacific 
Coast hay people should come under 
your code.” 

A new provision of the code, added by 
the AAA, is intended to prevent des- 
tructive price cutting in somewhat the 
same manner as this problem is handled 
in the approved master retail code. Most 
other articles and sections are just re- 
visions of parts of the code approved 
at the federation convention but a few 


MEMBER 


NATIONAL 
FEDERATION 


WE PaRT 


Official Seal 


the federation. 


an effective service. 
January 1. 


Bank Bldg., Albany, N. Y. 


HE NRA has involved every trade association in many new activities. 
The Eastern Federation of Feed Merchants, under the leadership of 
Fred M. McIntyre, president, has undertaken a complete advisory 

service for the dealers in the eastern states. 
is now being conducted to enroll all retail feed merchants as members of 


County organizations throughout the East have arranged to affiliate 
with the federation but the income from this source is too limited to permit 
It is hoped that at least 1,000 dealers will join before 
Cost of active membership is $20.00 per year and includes a 
subscription to The Feed Bag, official publication of the federation. 


Checks should be made payable to the Eastern Federation of Feed 
Merchants and mailed to Charles D. Campbell, Executive Secretary, Pots- 
dam, N. Y., or to W. A. Stannard, Secretary, Room 903, Home Savings 


To finance this work a drive 


are omitted entirely. It will be up te 
the code committee to decide whether or 
not to go ahead with the AAA revision 
of the code as is, to attempt approval 
of changes before formal hearing or to 
go to the formal hearing and there 
fight for any desired changes, additions 
or deletions. 


As this is being written (December 7). 
the newspapers are reporting that juris- 
diction over all AAA codes except those 
concerned with the first processing of 
agricultural products has been returned 
to the NRA. No information is avail- 
able as to what effect this change might 
have on the status of the feed code. 


Processing lax in Effect 
On Jute, Paper Bags 


the United States department of 

agriculture has announced a pro- 

cessing tax on bags made from 
paper and jute, effective at 12:01 a. m. 
December 1. 

The sudden announcement has left the 
feed and milling industry in more or 
less of a quandary, particularly as to the 
means to be adopted for collection and 
the proper basis to use for arriving at 
the tax. 

Some enlightenment, however, is fur- 
nished in a statement issued by the Tex- 
tile Bag Manufacturers association 
which gives the following figures: 

Kind of Bags Tax per M 
100 Ib. feed bags, 40 by 47, 7% 


Pie United" out of a clear sky 


100 Ib. meal bags, 36 by 45, 10 


In a 25-ton car of sacked bran, tor 
instance, 500 bags are used. The pro- 
cessing tax on the bags for this car 
would be one-half of the figures quoted 
above depending upon the type of bags 
used. For example, if the bags quoted 
in the second line of the table above 
are used, the tax would aggregate $9.52 
on the entire car or approximatcly 38 
cents a ton. 

The processing tax also applies on al! 
fioor stocks on hand as of 12:01 a. m. 
December 1 and to all existing con- 
tracts. Empty paper and jute bags on 
hand will be subject to the tax but bags 
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filled with feed or other products on 
the effective date are exempt. Second 
hand jute bags will also go tax-free. 

Millers, feed manufacturers and job- 
Lers generally are adding the tax to 
their invoices, making an _ additional 
charge per ton. In this case, there is 
only one recourse left for the dealer and 
that is to pass the tax on to the con- 
sumer. 

The processing tax on paper and jute 
bags was established under the provi- 
sions of the law which permits the levy- 
ing of compensating taxes in the case 
of products which compete to the dis- 
advantage of commodities upon which 
processing taxes are imposed. In this 
case the commodity which happened tc 
be affected was cotton, upon which there 
has been a processing tax for the past 
several months. 


CORN PROCESSING TAX 

The processing tax on field corn will 
remain at five cents a bushel, the rate 
at which it has been effective since 
November 5, it was officially announced 
by the Agricultural Adjustment Admin- 
istration on November 30. Original pro- 
visions of the tax law called for a tem- 
porary tax of five cents a bushel with 
a possible increase to 20 cents a bushel 
on December 1. The request for re- 
taining the five-cent level is said to have 
come from southern localities. 


LIBERTY FEED ‘CO.,. Jamaica,. 
I., suffered a loss of $35,000 recently 
when fire destroyed its warehouse. 
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100 Ib. feed bags, 40 by 47, 8 ounce 19.03 oe 
140 lb. jute bags, 40 by 48, 10% Ta a 
3 


Roosevelt Expresses Attitude 
On Federal Farm Loans 


HE attitude of Franklin D. 
Roosevelt, president of the 
United States regarding federal 
land banks and farm loans was 
recently expressed in a letter to Senator 
Arthur Capper and will be of interest 
to feed dealers who have been attempt- 
ing to help their customers obtain finan- 
cial aid from the government. Excerpts 
from the letter, published in the October 
14 issue of the Michigan Farmer which 
is owned and published by Senator 
Capper follow: 
My Dear Senator Capper: 
“Most of the criticisms voiced in your 


Have You a 


letter and the accompanying documents 
relate to delays in action on applica- 
tions for loans and to the hard-boiled 
attitude of those in active charge of 
land bank operations. It is difficult for 
anyone not in close touch with the ac- 
tual operation of the land banks to rea- 
lize the enormity of the burden that 
has been placed upon them by reason 
of the tremendous increase in the num- 
ber of applications in recent months. 
“Governor Morgenthau of the farm 
credit administration, informs me that 
during July the number of applications 
received by these banks exceeded the 


STARVING 


Does HE sell merchandise! 
pack the crowds into your store! 
HE make your store the talk of the 
town! 


Let the Prate Man Tell You! 


ROOSTER 


In Your Store? 


Does HE 
Does 


Well— 


Here is one of the most unique business-building 
ideas you ever heard of. You’ll laugh when you hear 
the whole story—but don’t laugh too hard, for the 
cold and sober truth is—the ‘‘Starved Rooster’’ sold 
more goods for one dealer than any sales stunt 


he ever used before! 
solid week, and sold goods to everybody. 
another of the sure-fire ideas that Pratt men run 
across and are glad to pass on to other dealers. 


It packed his store for one 
It’s just 


R Why don’t you take a few minutes off some time 
a and have a chat with your local Pratt man? Being 
us a veteran in the feed business he’s full of ideas to 

help you sell, help you collect, help you cut ex- 


penses down—ideas you can turn into dollars for 


yourself. 


Just send the coupon. 
to get acquainted. 


This is a wonderful chance 


PEATT FOOD COMPANY, DEPT. 567, PHILADELPHIA, PA. 


I’d like to know about this ‘‘Starved Rooster”? plan of yours for increasing sales— 
provided there’s no cost or obligation to me. 
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total number received during the pre- 
ceding 29 months. . . 

“Governor Morgenthau tells me that 
arrangements have been made to speed 
all cases where quick action is impera- 
tive. Where a considerable delay is in- 
volved, the prospective borrowers are 
also being informed that they can with- 
draw their appraisal fee until the ap- 
proximate time when the application can 
be made. This will give farmers the 
use of the money until it is possible to 
appraise their properties. 

“The question of appraisal is another 
problem of peculiar difficulty. It is 
manifestly impossible to loan the ful! 
face amount of the indebtedness of many 
farmers who are in financial distress. 
All of the funds for making federal 
land bank loans come from the sale of 
bonds. The confidence of investors must 
be retained if the program of refinancing 
it is to be effective. 

Based on Normal Prices 

“Since the passage of the Farm Mort- 
gage Act, the federal land banks have 
attempted to appraise land on the basis 
of normal prices for farm products, con- 
sidering normal prices as those received 
by farmers during the five-year period 
immediately preceding the war. Mis- 
takes in appraisal have undoubtedly been 
made, largely because of the conserva- 
tive psychology resulting from the eco- 
nomic situation of agriculture in recent 
years. 

“Every effort is being made to correct 
this tendency and to make full and fair 
appraisals and to loan all that sound 
business judgment will permit under the 
law. Where mistakes seem to have 
been made Governor Morgenthau tells 
me that they will be glad to make care- 
ful, independent investigations and to in- 
crease the amount to be loaned if such 
an increase is found to be justified. 

Will Loan to Limit 

“In the past some loans have been 
refused because the officials of the land 
banks found themselves unable to loan 
the full amount asked for. The present 
policy is to offer to make a loan as 
large as can safely be made, giving the 
prospective borrower the opportunity of 
obtaining such a scale-down of his in- 
debtedness as may be necessary under 
the circumstances. 

“Governor Morgenthau assures me 
that every effort will be made to speed 
all operations of the farm credit admin- 
istration to the end that refinancing the 
distressed may be accomplished as rap- 
idly as is consistent with sound busi- 
ness.” 


NEW ASSISTANT 

Sam Blair, vice president and general 
manager, Farm Service Stores, Inc.. 
Minneapolis, announces the appointment 
of Chet Jenson as assistant general man- 
ager of the firm’s western division. Mr. 
Blair also reports that his company has 
taken over the Hughes & Co. feed busi- 
ness at Bemidji, Minn. An addition to 
the warehouse is under construction and 
a grinder, cracker and elevator are be- 
ing installed. 


INDIANA MEETING 

The 33rd annual convention of the 
Indiana Grain Dealers association will 
be held at Indianapolis, January 25 and 
26, Fred K. Sale, secretary, announces. 
Business sessions are to be held in the 
Indianapolis board of trade library and 
a program that will be of interest to 
both feed and grain men is assured. 
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John Haag Spends 
Per Cent 


Ot Time 


Customers 


HEN somebody tells you of an 

independent feed dealer who 

has been increasing his business 

volume throughout the depres- 
sion, you're apt to start asking ques- 
tions. But when you hear about a co- 
operative organization growing faster 
than the most progressive independents 
in its territory to establish 1933 as the 
best year in its history you'll make a 
dash for the manager's office. And will 
you find him in? No. If you're lucky 
you may catch up with him after driv- 
ing around the countryside for 20 miles! 


Found Among Farmers 

The writer had traveled at least that 
far before he cornered John Haag, dy- 
namic manager of the Farmers Coop- 
erative Exchange, Framingham, Mass. 
And, on alluding to the chase, he said: 

“Perhaps you'd better put that down 
as my best merchandising idea. I spend 
a minimum of 50 per cent of my time 
out among farmers... usually 
more than that. I’ve got a capable book- 
keeper, so why should | hang around 
the office waiting to take orders?” 

Mr. Haag had a lot more to say about 
the vital importance of these visits to 
the farmers. But before going, into de- 
tail, let’s list Mr. Haag’s principal mer- 
chandising ideas in what he considers 
their order of significance. 


Reasons for Success 


1.—Fifty per cent of his time in the 
field among customers and prospective 
customers. 

2.—Specializing in a high grade com- 
mercial feed. 

3.—All new business for past two 
years handled on a strictly cash basis. 

4.—Persistent campaign on collections. 

5.—Speedy, courteous delivery. 

With the above five features consist- 
ently applied, 1933 profits have run 
ahead of 1932 month after month, the 
gross for October alone being $3,000 
above the same month last year. 

High-pressure salesmanship finds no 
place in Mr. Haag’s missionary program. 
He presents himself as precisely what 
he is—the farmer's interested friend. He 
asks a lot of questions, never dwelling 
too long on feeding problems unless he 
gets a definite lead from the other fellow. 
He is concerned about everything on the 
farm, and when the time is ripe he may 
make a suggestion or two, either by 
mentioning casually what some other 
poultryman or dairyman is doing or by 
venturing an opinion in the form of a 
question. 

Thus, if the farmer eventually agrees 
with Haag, the farmer is left with the 
feeling that he had a considerable share 
in developing the idea himself. He will 
feel much more like cooperating with 
Mr. Haag than he would with any other 
dealer who breezed in, told him just 
what was wrong with his feeding pro- 
gram and how to start making money 


Among 


immediately by shifting to 
brand of feeds. 

“No, sir! That windy stuff is worse 
than useless in our game now,” Mr. 
Haag declared. “The minute you start 
running down the other fellow’s feed 
the farmer senses that you are actually 
trying to tell him how to run his busi- 
ness. He resents it, and I don’t blame 
him. So many wildcat prosperity 
schemes have been thrown at the farmer 
in the past few years that he’s become 
suspicious of anybody who proposes a 
cure-all. 

“In the days when every dealer had 
his own special mixtures, I suppose you 
had to shout from the housetops to 
make yourself heard. Fortunately the 
coming of top-grade commercial brands 
has done away with this turmoil and 
uncertainty. We mix almost nothing 
row compared to what we did ten 
years ago. 

Commercial Feeds Best 

“From the dealer’s point of view the 
commercial feed is much easier to sell 
because it is nationally advertised, can 
be attractively displayed and_ easily 
handled. Furthermore, leading brands 
have a wealth of experimental tests be- 
hind them, the results of which the far- 
mer may see and study to his own satis- 
faction. You don’t have to argue with 
him; just show him the results and let 
him fight it out with himself.” 

Mr. Haag inaugurated point No. 3 
in his code late in 1931 when it became 
apparent that if the Farmers Coopera- 
tive Exchange were to continue its fine 
record of growth during the depression 
it could not afford to take on new risks. 
Hence he began accepting new custom- 
ers on a strictly cash basis. Ample tes- 
timony as to the wisdom of this move 
may be seen in the fact that, out of more 
than 200 accounts, only 40 are lagging 
beyond 30 days and none of these are 
classified as hopeless. Which brings us 
to the vital point of collections. 

Systematic Collections 

Instead of merely sending out a state- 
ment each month with a printed “re- 
minder” to those who are in- arrears 
Mr. Haag writes each one of them a 
personal letter. These are not form 
letters either. He writes each one with 
a full knowledge of the individual situa- 
tion. He is so well acquainted with 
the debtor’s problems that he knows 
the approach which will win the most 
respectful attention. Mr. Haag follows 
up these letters with personal calls dur- 
ing which he devises with the customer 
some means of salvaging at least a part 
of the amount due. 

The matter of delivery, too often 
taken for granted with resultant make- 
shift schedules, has also received much 
of Mr. Haag’s attention. The exchange 
has two trucks, but only one driver, be- 
cause Haag employs the alternate load- 
ing plan. While one truck is being 


another 
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& John Haag, left, hard working manager of 
the Farmers Cooperative Exchange, Fram- 
ington, Mass., has a good reason for smil- 
ing. His company is making money this 
year and no doubt Frank Tatreau, right, 
president, is also well pleased. 


loaded by the floor man, the other is 
out making deliveries. When the empty 
truck returns, the driver finds another 
lcad ready to move. Only one driver 
is needed to keep a load on the road 
continually, and only one floor man is 
needed to build those loads. 

Furthermore, the driver must follow 
careful instructions about unloading, pil- 
ing bags neatly or dumping their con- 
tents into bins as the tarmer desires. 
If a poultryman is using giant mash 
heppers on range, the driver is expected 
te go out into the range to dump the 
mash. 

Ahead of Boom Years 

The Farmers Cooperative Exchange 
was founded in 1920. It functions under 
a hoard of seven directors, including 
representatives from six towns in the 
trading area with Frank E. Tatreau as 
president. There are 140 stockholders 
among the 200 accounts, with each 
stockholder being awarded a 5 per cent 
purchase dividend payable either in 
grain or additional stock at the end of 
each year. Non-stockholders receive a 
2% per cent purchase dividend, and 
there is also a variable dividend pay- 
able on the stock itself. The manager’s 
salary is fixed annually. 

Mr. Haag, who received his training 
in a large Swedish cooperative under 
his father, came to this country 10 years 
ago when 25 years old and went to 
work with the Framingham corporation 
as bookkeeper and assistant to the man- 
ager. 

The concern has shown a remarkably 
steady growth since 1930, when Haag 
became active manager. Gross tonnage 
for this year is running well ahead of 
the boom years of 1928-29, while gross 
receipts will approximate $125,000, mak- 
ing likely a net profit of well over $7,000. 


FRANK BROS., Wells, Minn., who 
recently entered the feed business, held 
open house to celebrate their first busi- 
ness day, November 18. More than 500 
persons were shown through the plant. 
Motion pictures of various subjects were 
presented by L. S. Larson, Hubbard 
Milling Co., Mankato, Minn. Coffee and 
doughnuts were served. 
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States Should Control Vitamin D 
Tests for Cod Liver Oil 


Present System Lacks Uniformity 


HE use of cod liver oil and fish 

oils as a source of vitamin D in 

poultry feeds has increased tre- 

mendously during the past few 
years. Not only has the use of vitamin 
supplements in poultry feeds in- 
creased, but the number of products 
offered on the market has proportion- 
ately increased. 

On account of this increase of the 
use of vitamin D supplements and in 
the different kinds and brands of sup- 
plements, proper regulatory measures 
are essential which have as their aim 
control of the potency of these supple- 
ments. Such regulatory measures should 
also control the claims made for these 
products. 

Should Use Chicks 

Right at this time | should like te 
point out that notwithstanding the fact 
that many reputable laboratories are 
raising rats of known ancestry, inbred 
for generations, continually fed a known 
ration and made as uniform as humanly 
possible, we still encounter variations 
This makes it important, indeed, that 
we have a standard reference cod liver 
oil to continually check results of our 
assays. Now the following question is 
in order—what kind of control do we 
exercise over the chicks we use for as- 
says? 

I feel that all vitamin |) supplements 
which are recommended for poultry 
feeding should he tested on chicks and 
proved potent at definite levels by their 
producers. Rat assays are not adequate 
because of the difference in the require- 
ments of vitamin [D of the rat and the 
chick, and also because cf the impossi- 
bility of interpreting the results of rat 
assays into terms indicating the proper 
dosage for poultry. 


Basal Rations May Vary 

Laboratories use different basal ra- 
tions which are composed of different in- 
gredients of varying analyses. Some 
basal rations are composed of commer- 
cial feedstuffs and others are composed 
of commercial feedstuffs combined with 
purified ingredients. Some of these ra- 
tions produce normal growth, some 
above normal and many result in sub- 
normal growth. The crude protein con- 
tent of the ration varies as well as the 
source and type of protein. The quan- 
tity: of calcium and phosphorus and 
the ratio of calcium to phosphorus also 
varies. 

Chicks used for laboratory assays us- 
ually come from commercial hatcheries. 
The parent stock of these chicks is 
usually fed varying rations with differ- 
ent calcium and phosphorus halances 
as well as different quantities of vitamin 
D. This means that aside from the 
natural variation which we have to ex- 
pect, these chicks come into the test- 
ing laboratory with different quantities 
of vitamin D stored in the egg yolks. 

When placed on a vitamin D-free 
ration, some of these chicks will de- 
velop rickets quickly and others seem 
to have a phenomenal capacity to exist 
for some weeks on this ration without 
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By F. D. Baird 


any outward signs of the development 
cf rickets. Tlow can we ever compare 
tests conducted by different laboratories 
on this basis and expect to derive any 
conclusive information from them? 
Experiments Too Short 
Another condition which exists and is 
continually adding to the difficulty of 
interpreting different chick assays is the 
length of time the chicks are kept on 


W. B. Griem 


Mr. Griem, Madison, Wis., was elected vice 
resident of the Association of American 
eed Control Officials at the recent annual 
convention heldin Washington. .The address 
published herewith was delivered by Mr. 
Baird, National Oil Products Co., Harrison, 
. J., during the meeting. : 


the experiment. It is my opinion that a 
test for only a few weeks is not as ac- 
curate as a test for eight or twelve weeks 
because, for a short period of time after 
the chick is hatched there is consider- 
able vitamin D which is supplied to thi 
chick by means of the egg yolk—more 
or less depending upon the supply of 
vitamin ID fed the breeders. There are 
indications that this vitamin D supplies 
the chick with its requirements for ap- 
proximately the first two weeks or 
longer. 

Practical poultrymen are not raising 
chicks to four weeks or eight weeks of 
age. Only a minor percentage are rais- 
ing them to the broiler age of 10 to 
12 weeks. The large majority of poul- 
trymen of the United States are raising 
chicks to maturity and through one or 
two years of heavy egg production. Will 
the short time tests of cod liver oil and 
allied products give the poultrymen an 
accurate indication of the quantity of a 
particular oil to use in his poultry ra- 
tions? 

Some States Interested 


Most of our state agricultural experi- 
ment stations have conducted many cod 
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liver oil tests on chicks, growing stock 
layers and breeders. Based on _ their 
experience and observation, their usual! 
recommendation is 1 per cent of the 
total ration. Many reliable manufactur- 
ers of cod liver oil assay their oils or 
chicks making definite recommenda- 
tions for the quantity of their products 
necessary to use in the poultry rations 
Some of them allow a margin of safety 
over the minimum protective  leve' 
against the possibility that there may 
be, (1) a subnormal reserve in the chicks 
or layers fed the oil; (2) a greater re- 
quirement at later stages of develop- 
ment; (3) lower vitality due to inherited 
weakness, worms, etc.; (4) less intake 
due to a greater scratchfeed to mash 
ratio than normally allowed; (5) long 
periods of storage of the feed before 
consumption. 

Qn the other hand, many cod liver 
oils are being offered for sale in this 
country which, apparently, have never 
been tested on chicks. I even suspect 
that many oils are being sold which 
have never been subjected to any bio- 
logical tests on rats or chicks in this 
or any other country, although they 
are guaranteed for potency in both vita- 
min A and 1D. Even when tested, their 
potency is often expressed in a way that 
few purchasers understand. 

State Control Sound 

It is realized that there have beer 
all kinds’ of grades of cod liver oils, fish 
oils and special mixtures, combinations 
etc. offered for sale to feed manufactur- 
ers and poultrymen. Some of these have 
been good and all they were claimed to 
be, and others have not been so good. 
This has meant that some of the state 
departments of agriculture; namely, 
Wisconsin, Minnesota and Maryland 
found it necessary to run chick tests 
on vitamin D supplements offered for 
sale in their respective states. Other 
state departments of agriculture will no 
doubt find the same control measures 
necessary. 

The objective of the state control test- 
ing of vitamin D carriers is sound. It 
is a fact that consumers are continually 
requesting information as to the exact- 
ness of claims and, of course, they 
should turn to their state departments 
of agriculture for unbiased, accurate in- 
formation. 

Advocates Committee 

I would like to advocate the forma- 
tion of a committee or a council which 
will consist of representatives from the 
research laboratories of the United 
States conducting vitamin D assays on 
chicks, nutritional research men from 
the United States department of agri- 
culture and the state agricultural experi- 
ment stations, and the state control of- 
ficials who have conducted vitamin D 
assays on chicks as well as those who 
anticipate conducting such assays. This 
committee or council should study the 
different methods of assay in the minut- 
est details and conduct comparative 
tests in the different laboratories on the. 
various methods of assay as well as the 

(Continued on Page Twenty-two) 
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DARLING COMPANY 


Wish you a 


Merry Christmas 


ann 


New Year! 


‘THE clouds are passing. The year 1934 

really promises better things for all—and 
there are visible, tangible reasons why this 
coming Christmas should be happy, and the 
the New Year merry. 


For your continued patronage, we thank 
you heartily. And we pledge you again the 
best possible merchandise we can turn out— 
plus the highest degree of service we can 


render. 

DARLING COMPANY 
CHICAGO 

MEAT SCRAPS | ~ PEANUT MEAL 


BONE MEAL TANKAGE 
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States Should Control 
Vitamin D Tests 


(Continued from Page Twenty) 


technic of reporting data. They will de- 
termine the length of time for procur- 
ing the best and most accurate results. 
the basal ration to be used, and the 
method of rachitic diagnosis as well as 
the technic of obtaining the data for 
rachitic diagnosis. 

Then this committee can make recom- 
mendations for methods of assay and 
can also recommend the use of chicks 
whose parent stock is under the con- 
trol of the investigator, as well as the 
use of a standard cod liver oil (pos- 
sibly the U. S. P. standard reference 
cod liver oil) to continually check as- 
says by different laboratories so that 
proper unquestionable interpretation can 
be made. 


THE 
Mercer, 
its plant. 


A. W. DAKE has purchased the 
feed business of D. W. Carpenter, Sara- 
toga Springs, N. Y. 


MERCER MILLING CO., 
Pa., has built an addition to 


WELTY BROS., Waynesboro, Tenn., 
have taken over the mill formerly oper- 
ated by William R. Crum. 


LEGGE IS DEAD 

Alexander Legge, Chicago, well 
known to grain and feed men because of 
his activities as chairman of the fed- 
eral farm board under the Hoover ad- 
niinistration, died suddenly at his home, 
December 3. Mr. Legge was president 
oi the International Harvester Co., and 
was famous in business as well as in 
governmental affairs. Death was at- 
tributed to a heart attack. 


NASHVILLE, 


Wishing our Customers 
and Hriends 


| A | 
Merry Christmas 
and A Bappy and 
Prosperous 


New Year 
| 


Werthan Bag Corporation 


TENNESSEE 


Better Built Bags | 
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Married 


J. E. Davis 


Joseph Edson Davis, Northern Sup- 
ply Co. Retail Stores, Inc., Amery, Wis. 
and president of the Central Retail Feed 
association, was married November 25 
to Miss Vera Ernestine Converse at St. 
Paul, Minn. The couples many friends 
join in extending their best wishes. 


F. E. CHRISTEN, assistant advertis- 
ing manager, Allied Mills, Inc., Fort 
Wayne, Ind., has been appointed as 
Indiana’s representative on the national 
farm youth committee of the United 
States Junior Chamber of Commerce. 
Mr. Christen is vice president of his 
local junior chamber and president of 
the Fort Wayne University club. 


EARL R. BEHLMER has purchased 
the feed business of Charles Brunner. 
Napoleon, Ind. 


ILLINOIS 
Dutch Girl Products Cc., Carrolton 
has taken over the Waverly Milling Co.. 


Waverly, and will conduct a_ general 
milling business with E. B. Goodnight 
in charge. 


Jack Buscher, Tipton, Ind., has been 
appointed manager of the Morrisonville 
feed mill, Morrisonville, operated by M. 
J. Buscher & Son, Litchfield. 

Clyde Lamkin has opened a_ whole- 
sale and retail flour and feed business 
at Bement. 

Frank Fusselman, 75, former operator 
of the old Barlow grist mill near Alvin. 
died November 8 at a hospital at Dan- 
ville. 

Robinson Feed & Produce Co., Rob- 
inson, has opened a feed store at Ob- 
long which will be under the manage- 
ment of Keith Mooney. 

Roy Ownes and E. R. Fry have taken 
over the E. M. Fawcett mill, Pawnee. 

Thomas Wesoloski, Wilmington, has 
purchased the City flour mill, Joliet. His 
brother, Clarence, is operating it. 

Art Zimmerman, Welland, con- 
structing a feed grinding and mixing 
and oat hulling plant which he expects 
te open for business about January 1. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Cash Paid for Ideas 


You must have some idea which you 
used with success to boost your busi- 
ness. Tell us about it in a brief letter. 
If we — your idea on this wage 
we will send you a check for $3.00. io 
fancy writing required. 


Merry Christmas 


Taking the money he would ordi- 
narily have spent for a calendar or other 
gift an Iowa dealer had a bag company 
make several hundred miniature sacks 
for him with his firm name and “Merry 
Christmas” printed on one side. He 
filled these with inexpensive bulk candy 
and distributed them among the custom- 
ers who brought their children to his 
store with them. Needless to say, the 
kiddies were immensely pleased and so 
were the parents who reciprocated with 
some “sweet” orders for feed. 


Clock Contest 


An Iowa dealer who owned an old- 
fashioned clock decided to use it to good 
advantage in his feed store. He ad- 
vertised the fact that he would give a 
handsome prize in merchandise to the 
three persons who could guess nearest 
to the time the clock would stop after 
being fully wound. The timepiece was 
displayed conspicuously in the window 
and surrounded by an exhibit of the 
store’s leading brand of ieed. Beneath 
the clock a card bearing the words, 
“Time to Switch to Blank Feeds”, was 
placed. The contest yielded the names 
of many new prospects and resulted in 
a good volume of sales during the time 
it was in progress. 


Specialties 


One leading feed merchant decided 
that the specialties in his store were 
only taking up space on the shelf. He, 
therefore, called his sales force together 
and arranged a schedule whereby a cer- 
tain item was to be stressed each week. 
Worm remedies, horse tonic, poultry 
sprays, etc., all came in for their bit of 
attention. Each time a customer had 
placed his regular order for feeds the 
clerk obligingly asked him if he could 
use the particular specialty on the list 
that week, and then went into a brief, 
convincing explanation of its merits. 
The plan transformed the feed store’s 
specialty department from a mere row 
of shelves into a paying proposition. 


Catchy Ad 


An advertisement which arrested the 
attention of prospective customers and 
created much comment was _ recently 
published by a New Jersey dealer. 
“Your Tonsils Removed for $1.98,” the 
copy read. “Would You Trust Your 
Throat in the Hands of a Doctor Who 
Advertised This Way? Of Course Not. 
Why Then Trust Your Profit from 
Your Dairy Herd and Poultry Flock 
to Cheap Feeds.” The remainder of 
the advertisement was devoted to a con- 
cise explanation of the merits of the 
dealer’s feeds and urged the farmers to 
be honest with their cows and chickens 
and fair to their purse. The feed store 
reported that more business was ob- 
tained from the ad than any that had 
been previously used. 


First Calf 


A dealer who does business in a com- 
munity where the farmers are particu- 
larly proud of their dairy herds offered 
a half ton of feed for the first new-born 
calf arriving with the New Year. The 
time was set at midnight December 31 
and the calf born nearest that hour 
was entitled to the prize. The idea was 
widely advertised in the local paper and 
in the feed store circulars. It made a 
big hit with the farmers and the entries 
submitted gave the dealer a large group 
of prospects for soliciting future busi- 
ness. 


Fiddlers Two 


An argument between two old time 
fiddlers who were sitting beside the 
stove in a Michigan feed store gave the 
proprietor an idea that pulled a record 
crowd into his establishment. He per- 
mitted the two men to extol themselves 
for a time and then stepped in and 
offered to allow them to settle the argu- 
ment on a designated date in his store. 
He advertised the fact and drew hun- 
dreds of farm as well as townfolk. The 
sales on that day were the highest they 
had been for many years and everyone 
had a good time watching the fiddlers 
saw it out. Applause from the crowd 
determined the winner. Both men were 
rewarded by cash prizes. 


Cake Festival 


Seeing an opportunity to perform a 
community service and boost the sale of 
his flour at the same time an enter- 
prising eastern feed merchant an- 
nounced a Christmas season cake con- 
test with prizes for the three best en- 
tries. The domestic science teachers in 
the local and a neighboring high school 
were enlisted to serve as judges. At 
the close of the contest all entries were 
turned over to the local outdoor relief 
committee and distributed among needy 
families. The idea gained a vast amount 
of good will and was responsible for 
a decided increase in the sale of the 
merchant's flour. 


Busy Phone 


Bored by the iack of activity around 
his feed establishment a dealer in Ohio 
decided that he would call at least six 
new prospects over the telephone each 
day and try to get them interested in 
using his products. In his conversation 
he mentioned some new items that hap- 
pened to arrive that day, told of the 
success a neighbor had with his feeds 
and offered congratulations on birthdays. 
weddings or the arrival of a new baby 
The plan soon began to get results and 
now the dealer is busy filling orders 
instead of sitting around waiting for 
something to happen. 


Bad Account Losses Kept Down 
By Personal Contact 


R. JONES, dealer in feeds and 
allied lines, Pompton Plains, N. 
e jJ., does a credit business ap- 
proximating $25,000 yearly in 


‘addition to a substantial cash business. 


He sells to dairy farmers, poultry far- 
mers and truck farmers in the territory. 
When asked how he found collections 
these days he replied that he was los- 
ing less than 1 per cent on bad accounts, 
and that his customers in general paid 
within 60 days. 


“Personal contact is the most effec- 
tive collection medium for us,” replied 
Mr. Jones. “Personal contact is a pro- 
ducer on the selling end and it produces 
on the collection end. Every month I 
go over my books, pick out the delin- 
quents, then jump into my car and make 
personal calls on these debtors. If a 
debtor is out, I call again, making sure 
to visit him within the month he goes 
in arrears. You can do more with a 
man who owes you a feed bill if you go 
to his farm than you can writing him 
letters. No matter how much you try 
to soften a dunning letter, it usually re- 
acts unfavorably, yet you can be twice 
as insistent talking to a debtor without 
getting him angry. Moreover, if he 
cannot pay, he offers an explanation and 
makes a promise to pay at some future 
date, something he seldom will do if you 
write him about a past due account. If 
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he can’t pay when he gets a dunning 
letter, he usually feels squeamish about 
coming around making excuses. 

“Then too, my customers know pretty 
well by now that it is my practice to 
call personally for past due accounts 
and if at all possible, they pay prompt- 
ly because few people like collectors 
coming to their doors even though the 
visitor happens to be the boss himself. 
Furthermore, these visits give me an 
opportunity to sell additional orders of 
feed and related lines. Frequently, I 
return from a collection tour with more 
than $500 worth of new business in the 
bag. These plus sales are heavier 
during the busy seasons but every month 
I bring back orders with collections. 

“IT keep a record of the time spent 
collecting and, considering car expenses 
and my time, it costs me $300 a year 
to keep my accounts in good shape 
which I think makes the personal con- 
tact system cheaper than any other me- 
dium. It must be remembered that per- 
sonal contact on collections gives one 
an opportunity to sell more merchan- 
dise and keeps goodwill at the highest 
possible maximum.” 


L. J. HARTZHEIM, Hartzheim Fuel 
& Feed Co., Beaver Dam, Wis., was a 
visitor at Milwaukee, November 18. He 
was accompanied by his brother. 
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ADORATION 


Salesman: “I hear your still 


wife 
adores you after two years of married 


life. Is that true?” 

Dealer: “Well, I suppose it is, be- 
cause she places burnt offerings in front 
of me three times a day.” 

* * 
BET ON THE BLACK 

Jones: “I think a black hen is better 
than a white one.” 

Foster: “How do you account for 
that?” 

Jones: “Well, a black hen can lay a 
white egg but a white chicken can’t lay 
a black one.” 


E. J. THOMAS, general sales mana- 
ger, Capital Flour Mills Co., St. Paul, 
Minn., recently returned from a_busi- 
ness tour of the Pacific Coast. 


Carefully Sifted for Feed Dealer Consumption 


MERRY CHRISTMAS 
Christmas is the time of year 
When every heart brims o’er with cheer. 
And ours is a-brimming too 
With happy thoughts of folks like you. 
* * 


SELF EDUCATED 
“Did you ever attend a school for 
stuttering?” 
“No, I j-j-just p-p--picked it up.” 


Vitality Feeds 


FINEST QUALITY 
FEEDS 


A Complete 
Line of 


*» Made Right « Priced Right .° 


If not sold in your town write 
for our agency proposition. 


Vitality 
BOARD OF TRADE BLDG. 
CHICAGO 
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CORNHAY WEAKLY NEWS 


The volunteer fire department was 
called out Thursday afternoon to rescue 
Judd Perkins who got himself all 
tangled up in the free air hose while 
inflating his tires at the Cornhay filling 
station. 

The Cornhay town hall was emptied 
of its audience in record. time last 
Thanksgiving evening when the presi- 
dent of the local lecture bureau an- 
nounced that the speaker would discuss 
Turkey and Greece. 

Cornhay’s local ice pond has been 
declared safe for skating, Big Belinda 
Borks having walked across it safely 
the other evening while taking a short 
cut home. 


HUMILIATED 
Dealer: “Did mother spank you last 
night for overturning the cookie jar, 
son?” 
Junior: “Yes, dad, and was my er-er- 
—face red.” 
* * * 
AND WHAT LANGUAGE! 
Little Girl: “Mother, look at that 
funny man across the street.” 
Mother: “What is he doing?” 
Little Girl: “He's sitting down on 
the pavement talking to a banana skin.” 
* * 


TIMELY WARNING 
A farmer and his son were working 
in a field when the old man tripped on 
the stump of a tree and fell. He strug- 
gled to his feet and said: “Gosh darn 
that stump! I wish it was in hell.” 
“Pop, I wouldn't say that,” said the 
boy, “you might stumble over that 
stump again some day.” 
* * * 


MARK OF EVIDENCE 
Jack: “Do you know that I saw the 
hed that Hoover slept in?” 
Al: “How could you recognize it?” 
Jack: “There was a big depression 
in the middle of it.” 
SMART FELLOW 
Farmer’s Daughter: “You can kiss me 


till the cows come home. Hey, 
where are you going?” 
Hired Man: “Out to shoot them 
cows.” 


QUICK THINKING 
Boss (dropping in at a football game): 
“So this is you uncle’s funeral, young 
man.” 
Office Boy: “Looks like it, sir. 
the referee.” 


He’s 
* * ok 


FAMILIAR SURROUNDINGS 
Mrs. Jones: “Do your neighbors bor- 


row much from you?” 

Mrs. Clark: “Borrow? Why I feel 
more at home in their houses than I do 
in my own.” 


* 

He: “Bet a dime I can kiss you with- 
out touching you.” 

She: “I’ll bet you can’t.” 

He (smack): “O. K. I owe you a 
dime.” 
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Budget Plan Collects 
Overdue Accounts 


(Continued from Page Twelve) 


“Since we have always had faith in 
your honesty and business ability, we 
believe that this plan should be recog- 
nized as the solution of your problem,” 
the letter concluded. “Please try to lay 
aside $2.00 every day, or whatever 
amount you can conveniently spare, and 
remit to us twice a month or every 
week as you see fit.” 

Mr. Sprengeler who originated the 
idea reports that some payment has been 
made on practically every old account. 
Under present conditions, he said, his 
company would have been compelled to 
write thousands of dollars off the books 
as a loss had it not been for the budget 
plan. 


OHIO 

Mack’s feed store has opened for busi- 
ness at Shawnee. 

Gwinn Milling Co., Columbus, has 
purchased the Washington Milling Co. 
mill and elevator, Washington, which 
has been idle for several years. 

Tiro Feed & Coal Co., Tiro, operated 
by Harry Ulmer and Kenneth Wagner, 
has installed a new feed grinder in the 
basement recently dug under the firm’s 
plant. 

R. W. Wills has taken over the Peters 
mill, Jackson, and is making several im- 
provements. 

Service Feed Co., Berea, has opened 
for business. 

. W. Mendenhall, Greenville, has 
closed his elevator and coal yards while 


he and his wife are spending the winter 
months in Florida. 

Ed Resener, Gallipolis, has sold his 
flour mill to Ernest D. Laufer, Arling- 
ton Heights, Ill., who is remodeling the 
plant preparatory to opening it for 
business. 

Jesse D. Hurlbut, general manager. 
Toledo Grain & Milling Co. for the 
past 16 years and associated with the 


company for 37 years, has retired. 
Brady Bros., Payne, have completed 
the construction of their new 40,000 
bushel elevator which replaces the struc- 
ture destroyed by fire last August. 


The Sharon Center Cooperative Ele- 
vator Co. plant, Sharon Center, was 
destroyed by fire recently with a loss 
estimated at $25,000. 


Guaranteed 


You can increase your flour sales 


MINNESOTA GIRL FLOUR. 


A trial will prove its merits. 
Let us include MINNESOTA GIRL 


FLOUR in your next car of 
® Queen Wheat Feed 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Girt Flour 


by recommending 


® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


SC REENING 


C 


R 
N 


N 
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Uniform FINE GROUND GRAIN 
SCREENINGS. Protein 13.5% to 14.5%. 


FINE GROUND GRAIN SCREENINGS 
Mixed with 20% Pure Cane Molasses. 
Protein 13%. 


FEEDING OAT MEAL, Fine Ground 
— Protein 15%, Fat 5%, Fiber 
‘Oe 


All of the ‘above items are packed 
in 100 1b. burlap. 


GRAIN SCREENINGS, BULK. Test 
Weight 26 Ibs. to 30 Ibs. 
FINE SEED SCREENINGS, BULK. Test 


Weight 38 Ibs. to 45 Ibs. 


A Screenings base Dairy Ration will supply 
your trade with a quality Feed for Milk Pro- 
duction at a Lower Price than any other 
ingredient. 


Samples mailed and prices quoted 
on request. 


WHITE GRAIN COMPANY 
DULUTH, MINN. 
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BC § 


The Milk Man 


Of the West 


DRIED BUTTERMILK 


DRIED SKIMMILK 


Straight or Mixed Cars 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 
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MINNESOTA 

fe ST.PAUL, MINN, 


The fact that Farmers like 
RED ROSE POULTRY FEEDS 


means dollars to you 


Good will—built by 90 years of fair dealing with 
farmers, works mightily in favor of Eshelman 
dealers. Feeders know these good brands; they 
come back to you for new supplies year after year. 
Put in the Red Rose line for more profits. 


JOHN W. Cshelnan & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA., CIRCLEVILLE, O. 


<a ‘‘All your needs in grain and feeds’’ |e 


Sunset Feed & Grain Go., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, Gluten 

JOHN CRAIG & COMPANY, Philadelphia, ae Blackstrap Molasses 


THREE MINUTE CEREALS CO., Cedar Oatfeed 
FEENANDO VALLEY MLG. & SUPPLY Cco., Los Cal... Alfalfa Leaf Meal 


IT’S IN THE BAG! 


Every bag of Pitot Branp carries in it 
real profit to poultrymen. 


PURE CRUSHED 


And we're telling the poultryman all 
about it in national advertising. What’s 
more, we're using our advertising space 
to feature profit-making practices in the 
poultry industry—earning new friends for 
Pitot Branp and new customers for 
dealers. 


Pitot Branp is always acceptable to | 
feeders. Our nearest office will gladly 


quote you. 
WE D0 OUR PART OYSTER SHELL PRODUCTS CORPORATION 
New York St. Louis London, Eng. 


PILOT BRAND 


OYSTER SHELL FLAKE 
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Cod Liver Oil Vitamin A 
Improves Ration 


Vitamin A from cod liver oil not only 
increases the availability of vitamin D 
in poultry feeds but also proves more 
effective than similar amounts of vita- 
min A from yellow corn, Health Pro- 
ducts Corp., Newark, N. J., has discov- 
ered in a series of tests made on a flock 
of Rhode Island Red chicks in its bio- 
logical laboratories. 

The conception that the nutritional 
value of cod liver oil is due entirely to 
its vitamin D content was clearly con- 
tradicted by the experiment, the com- 
pany points out. 

“The results of this test,” declared 
Dr. Henry T. Mason who directed the 
experiment, “tend to show that the pres- 
ence of vitamin A in cod liver oil has 
certain diversified benefits which are les- 
sened when the vitamin A content is 
lowered. 

“The greatest gain in weight and the 
best bone calcification as determined by 
the percentage of ash in the leg bones 
occurred when both vitamin A and D 
from cod liver oil were present in nor- 
mal amounts. The second best gain in 
weight and in percentage of bone ash 
were found in the pen which received 
a normal amount of vitamin A from cod 
liver oil and a_ slightly subnormal 
amount of vitamin D.” 


National Association 
Sets Meeting Dates 


The Grain and Feed Dealers National 
association will hold its 38th annual con- 
vention at the Hotel Peabody, Mem- 
phis, Tenn., October 15, 16 and 17, it 
was decided through a recent mail vote 
among the directors. 

During the past two years the orga- 
nization met in September but because 
of the warm climate at that time in the 
South it was decided to hold the annual 
meeting a month later. 

Charles Quinn, Chicago, secretary of 
the association, is already making plans 
for the convention which is expected 
to surpass all previous meetings in at- 
tendance and the quality of the pro- 
gram. Memphis was selected as the 
meeting place at the annual meeting 
held at Chicago this year. 


JOSEPH WILLIAM ADAMS, 
Deersville, Ohio, widely known grist 
mill operator was hurled to death in 
his plant when his clothing caught in 
a flywheel and he was thrown against 
a stone wall. 


KENNETH McGEE, Harrisburg, 
Pa., has opened a feed store in the Penn- 
sylvania railroad freight station. 


BARLEY CROP SHORT 

The nation’s barley crop for this year 
is exceedingly small, according to a sur- 
vey recently completed by the United 
States department of agriculture. The 
total yield is only about 160,000,000 
bushels which is a little over half of 
last year’s production and about three- 
fifths of the five-year average. A sharp 
reduction in acreage for the country as 
a whole this year as well as unfavorable 
crop conditions in most of the barley 
states have combined in bringing about 
the great reduction in output. 
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Egg Auction Is Planned 
To Aid Poultrymen 


Tentative plans for the establishment 
of an egg auction market for poultry- 
men in the Milwaukee, Wis., area, were 
discussed by farmers and feed dealers 
at a meeting held in the Milwaukee 
county administration building, Wauwa- 
tosa, Wis., November 10. A_ similar 
idea has been in operation in Wooster, 
Ohio, and has met with success. 

R. N. Crooks, licensed federal egg in- 
spector for the Wooster group, was 
brought to Milwaukee to explain the 
operation of the auction in that section 
of the country. He reported that the 
idea of the auction was to provide a 
direct market for poultrymen where 
they could dispose of their eggs at one 
point without the necessity of merchan- 
dising them through various channels. 

He explained that auctions are held 
every Monday and Thursday and that 
Eastern buyers assemble to bid on case 
lot offerings. All eggs are carefully 
candled and graded and labeled accord- 
ingly. 

The Wooster egg auction started by 
enrolling poultrymen from two counties 
and has now expanded to include 20 
counties. More than 450 cases of eggs 
a week are sold. Each producer's eggs 
are auctioned separately and bid upon 
by the buyers. Checks are mailed to 
the farmers once a week. 

The egg auction, according to Mr. 
Crooks, is a non-profit cooperative 
cerganization and each poultryman par- 
ticipating is assessed an annual fee of 
$2.00. The expenses of operating the 
auction and paying the staff necessary 
to handle the eggs are met by a charge 
of 45 cents a case which is placed on 
each case handled. 

Much interest was manitested in the 
plan by dealers, poultrymen, county 
agents and agricultural leaders who at- 
tended the meeting in Wauwatosa. The 
movement for organizing a Milwaukee 
egg aucton was initiated by LeRoy 
LaBudde of the Square Deal Feed 
Stores. Further developments will be 
discussed at a gathering which is to be 
held in the near future. 

Among those present at the Wauwa- 
tosa meeting was Prof. J. B. Hayes, 
animal husbandry department, Univer- 
sity of Wisconsin, Madison. Professor 
Hayes was very favorable toward the 
plan and declared that it should prove 
successful under good management. 

Feed dealers maintain that they are 
interested in the project because any 
effort extended in behalf of helping the 
poultrymen to get better prices for his 
eggs will be reflected in increased feed 
sales. 


GEORGE J. FORAN, 56, flour sales- 
man for the Pillsbury Flour Mills Co., 
in the Wisconsin territory for the past 
20 years, died at his home in Sheboygan, 
November 5. 


ALBERT J. BRETTMAN, Denver, 
Ia., has purchased the J. A. Trumpower 
feed mill, Waverly, Ia. He is installing 
a feed mixer and also plans to handle 
a full line of commercial feeds. 


HARVEY E. RHYNER, who had 
been associated with the Oshkosh, Wis. 
office of the King Midas Mill Co., Min- 
neapolis, for more than four years, died 
November 6 following a long illness. 


Soe Hree Wishes You a Wery 

Merry Christmas and a 
Gappu and Prosperous 
New Year. 


MILWAUKEE TALLOW & GREASE CO. 
JOE FREE, Manager 
131 SO. 7th STREET, MILWAUKEE 


SUPERIOR BRANDS OF PEAT MOSS 


Uniform Quality - Consistently Reliable 
Quick Deliveries 


GET OUR QUOTATIONS 
(| GPM GARDEN PEAT MOSS [| JUSTRITE GARDEN PEAT MOSS 
(] OKPL POULTRY LITTER = [| JUSTRITE POULTRY PEAT MOSS 


[|] A&D STABLE BEDDING | JUSTRITE STABLE BEDDING 
SORBEX 


ATKINS & DURBROW, Inc. - 165-N John St., New York City 


Check brands and quantities interested in and get our prices by return mail 


This Trademark 


Guarantees QUALITY 
LINSEED MEAL 


KELLOGG’S Pure Old Process 
37% Protein LINSEED MEAL 


This is the last word in linseed meal quality. High pro- 
tein content. Every bag absolutely uniform as to grind, 
texture and color. Packed in new sacks. Furnished fine 
ground or pea size. 


DIAMOND “K” 


DIAMOND “Kk” 30% protein isrecommended where 
quality and economy are main factors. Pure Old Process 
Linseed Meal scientifically blended with palatable flaxseed 
screenings oil feed. Runs uniform. Gives Jowest cost per 
unit of protein. Made fine ground only. R 


Sold by 


us 


SPENCER KELLOGG AND SONS SALES CORP’N 
814 FLOUR EXCHANGE MINNEAPOLIS, MINN. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


ATTRITION MILL FOR SALE 
32" ar Attrition Mill for sale with 2- 
40 h. C. Motors, 220 volts _ magnetic 
ear corn crusher. All in _ first 
class condition. GEHL BROS. MFG. CO., West 
Bend, Wis. 


FOR SALE 
Two Water Power Feed and Flour Mills for 
sale. Inquire or write GEO. H. LANGE, Fall 
River, Wis. 
FEED BUSINESS FOR SALE 


For sale or rent Feed 50, 
yearly. No competition. S. AN GORDEN 
& SON, Alma Center, Wis. 


SALESMAN WANTED 


Service successful salesman wanted to _ seil 
complete line established commercial mixed feeds 
in Western Maryland. Must be able to service. 
Give previous experience, age, etc. Write MK- 
121, c/o THE FEED BAG, 210 East Michigan 
street, Milwaukee, Wis. 


MINNESOTA 

Elmer Wood, Paynesville, has opened 
a feed and produce business. 

Johnson Produce Co., Grove City, has 
opened for business. 

C. W. Wilkin & Son have purchased 
the Sam Doran feed plant, Park Rapids 

Neilson Bros. feed mill, Slayton, was 
recently destroyed by fire. 


STEPHL LABORATORIES 


Chemists 
Analysis of Grain and Feed 


1012 N. 3rd St. Milwaukee 


M. G. RANKIN & CO. 
GRAIN AND FEED 
Agents in Wi in 
Keokuk Corn Gluten 
High in Protein — Low in Price 


Chamber of Commerce Bldg. 
MILWAUKEE - - WISCONSIN 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

2 Corn Exchange Bldg. 
MINNE EAPOLIS, MINN. 
“Stand by Stan’’ 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


NEW EXECUTIVES 

Frank B. Mosher has been elected 
president of the New Richmond Roller 
Mills Co., New Richmond, Wis., to suc- 
ceed his father, Orville W. Mosher, who 
died October 5. Mr. Mosher formerly 
served as treasurer of the firm. E. H. 
Sather, formerly assistant secretary, was 
chosen treasurer, and was also placed 
in charge of the feed department. H. 
M. Johnson was named assistant secre- 
tary and O. W. Mosher, Jr., was elected 
to the board of directors. 


ERVIN POOK has purchased the 
interest of his partner, Willard Rad- 
cliffe, in the City Mill & Feed Co., 
South Whitley, Ind., and will continue 
to operate the business. 


ot 


Merry 
Christmas 


Prosit! And a Merry 
Christmas and a Hap- 
py New Year to All. 


Dave Schuster Mac Schuster 


The Exchange Tavern 


Chamber of Commerce Bldg., 
Milwaukee 


Two Points 


where dealers can pick up ton lots 
of feed at rock bottom prices are the 
two Feed Supplies, Inc. warehouses 
MILWAUKEE (3328 W. 

ron Ave.) and WEST ALLIS 
Gear S. 83rd St.). 


Armours Meat Scraps 
Alfalfa Meal . Dried Milk 
Charcoal . Pearl Grit 
Coca Mola 


FEED SUPPLIES INC. 


505 Chamber of C ce, Milwaul 


Personal Attention 


Ship To 


Roy |. CAMPBELL 


Commission Merchant 


GRAIN end SEEDS 


Chamber 
of Commerce 


Milwaukee 
Wisconsin 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Telephone 
AT-4596 


ONCRETE 


Elevator Company 


E. S. WOODWORTH, President 


Wholesale Dealers 
In All Kinds of 


GRAIN & FEED 


951-952 Chamber of Commerce 
MINNEAPOLIS, MINN. 


Solicits Your Orders 


anity Fair 


Flour 


expands with 


Printed messages 
h rofi 

Mother’s Best Flour 

Laboratory Tested. ADTKE ORTSCH 
Made Right and Priced Right. BROS co 
Write f pri i igh 
FRANKE Ht Al lings, Cannon feed (flour midd- PRINTERS 
s lings), and Billie feed (red dog). LITHOGRAPHERS 
BINDERS 
Incorporated 
GRAIN AND FEED Cannon Valley Milling | 522 stREET 
Milwaukee Wisconsin MINNEAPOLIS, MINN. AUKEE 
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Allied Mills, Inc., Has 
Gain in Profits 


Allied Mills, Inc., Chicago, showed a 
net profit of more than $106,000 for the 
first quarter of the fiscal current year 
beginning June 30, 1933, as compared 
to $14,390 for the same period last year. 
Sales have continued to hold a lead over 
1932 figures and currently are running 
better than 15 per cent ahead, the com- 
pany reports. 

Announcement has also been made 
that Allied Mills has formed a wholly 
owned subsidiary to engage in the man- 
ufacture and sale of gin and spirits and 
to operate the company’s distillery prop- 
erties. The corporation will have an 
authorized capital stock of $2,000,000 
comprising 20,000 shares at $100 par 
value each. 

The registered office of the company 
will be at Peoria, Ill., where plants are 
rapidly being completed. The new divi- 
sion will have a capacity of 7,000,000 
gallons of proof spirits annually and a 


daily grinding capacity of 5,000 bushels 
of grain. 


BUSINESS BETTER 


Spencer Kellogg & Sons, Inc., Buffalo 
N. Y., linseed oil crushers, report a 
decided improvenient in business which 
is reflected in the financial report re- 
cently issued by the firm. Net income 
for the fiscal year ending September 2 
after depreciation, interest and federal 
taxes were deducted was $491,402 as 
compared to a net loss of $132,736 dur- 
ing the previous year. 


NICOLLET 
‘HOTEL: 


the Gateway 
MINN EAPOLIWY 


When in MIN NEAPOLIS > 
why not gratify that long felt 
wantofan atmosphere of 
_friendliness, comfort and re- 
laxation by staying 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. Rest-_ 
ful beds. | 


Modédatety priced Restau- 
rant and Coffee Shop. 


Three blocks 


Pecos Valley Alfalfa Mil 


Hagerman, NM. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in Myles Home- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


_ Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange. 
St. Louis, Mo. 


nore of «tits healthful 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS VIEW 


Milwaukee, Wis. 


Vol. 1, No. 12. December, 1933 


Che Riehs Co. Extends 
Co You and Yours Most 
Cordial Wishes for A 
Bery Merry Christmas 
anda New Year... 
Abounding in Gealth, 
Wealth and Bappiness. 


Published Monthly by The Riebs Co., Milwaukee 


“ The Makers of 
Mill Rose Flour 
and 


A-C Dairy and 
Poultry Feeds 
wish you 


ery Merry Christmas 
and a 


| Gappy and Prosperous 
| New Year 


WISCONSIN 


MILLING COMPANY 


i 


eat 


Menomonie, Wisconsin 


Deal With... 


Known Responsibility 


Guaranteed Quality 


Unexcelled Service 


Reasonable Prices 


Froedtert Grain & Malting Co. 


Feed and Grain 
MILWAUKEE, WIS. 


EUREKA 
CORN CUTTER 


Unexcelled for production of 
the larger and medium sizes of 
highest quality steel-cut corn. 


Write for Catalog 122-FB. 


S. HOWES CO., INC. 


SILVER CREEK, N. Y. 
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NEED 
ABUNDANT SUPP 


You get 
CLO-TRATE 


OR maximum growth, for 

heavy egg production, for 
building resistance to infection, 
nothing has been found that can 
equal the natural combination of 
Vitamins A and D as they exist 
in cod liver oil. 
And CLO-TRATE gives you this 
natural combination. Unlike 
those products which provide a 
large supply of only one of the 
vitamins, CLO-TRATE is made 
by a process which concentrates 


both Vitamins A and D in their 
natural combination. 

In its highly concentrated form 
CLO-TRATE insures better utili- 
zation of the vitamins than 
straight oil because less oil (fats) 
need be added to the feed when 
CLO-TRATE is used. CLO-TRATE 
mixes readily with any feed and 
is most economical to use. Write 
today for further information 
and quotations. 


For Poultry and Live Stock 
NOT USP. YELLOW. MAK EA 


LEVEL 


2% LES. PER TON ALL-MASH RATION 


THIS CONTROL NUMBER 
is your assurance that you 
are getting an adequate sup- 
ply of both Vitamin A and 
Vitamin D in every drum of 
CLO-TRATE, It is a part of the 
record which insures that 
every lot of CLO-TRATE has 
been tested on chicks in our 
laboratories and has proved 
up to standard before it 
leaves the plant. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


Newark, N. J. 


Reg. U. S .Pat. Off. 
CONCENTRATE 


Chicago 


D COD LIVER OIL 


San Francisco 


| 5 
| 
| 
4 
Ay Vitamin Tested 3 
G CONCENTRATED 
COD LIVER OIL 
= 
= 
EN 
Cx 
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C. our many friends in the trade 


we extend our sincere wishes for a 


i joyous holiday season and a happy, 
healthy and prosperous New Year. 


2%) KING MIDAS MILL CO. . . . MINNEAPOLIS 
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